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After All, Satisfactory 
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INTER-STATE BUSINESS MEN’S 
ACCIDENT ASS’N. 

Brown Hotel Bldg., Des Moines, Iowa. 
Gentlemen: 

Kindly send me complete information regarding a 
profitable agency connection with your Association in 
Illinois [1], Michigan [], Indiana [_}, Ohio (J, Pennsyl 
vania (], Vermont [], Delaware [_]. 

I have checked the state in which I am interested in 
— this agency connection. 


























INTER-STATE 
BUS!NESS MEN’S ACCIDENT ASSO. 


Tie Oldest Organization of its Kind in America 
BRO\ \ HOTEL BLDG.—DES MOINES, IOWA 
ERNEST W. BROWN, Sec’y-Treas. 
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Henry W. Ives & Company 


INCORPORATED 1910 


73 FULTON ST., NEW YORK 


UNDERWRITING MANAGERS for 
THE UNITED STATES and CANADA 





FOR 


EXCESS COMPENSATION 
CASUALTY COVERS 


RAIN INSURANCE 


“Inland Lloyds” 
of New York 
Security Mutual Casualty Co. 
Cash Deposits in 

F ICAGO 
New York State a 


$415,050.50 Assets $6,800,000 


Duly organized, approved Surplus $2,210,000 


and licensed by the Insur- 
ance Department of New 


York. Surplus and Reserve $6,200,000 


STRONGEST CASUALTY 
COMPANY IN AMERICA 


ALL FORMS OF INSURANCE 
ACCEP iW 





NYNYTVATIVV YT faa 





eo UT TO 


wet TTT 








ee 





SST 








a a = 
ee, 


wus TT > Oe te: 


Ue 





TOI: 











THE SPECTATOR 


















































Insurance Salesmen 


who are interested in 


Close and Timely Cooperation 
between 
Agent, Policy-Holders 
and Home Office 


and who are looking for those 


factors in an organization that 


make for 


Happiness and Success 
The 


Merchants Life Insurance Company 


offers 














Attractive General Agency 
Contracts 





Ohio Reiicedlanian Indiana 








Desirable territory also 
available in West and Central West. 








Correspondence Solicited 


MERCHANTS LIFE 
INSURANCE COMPANY 


WILLIAM A. WATTS, President 
Des Moines, Iowa 
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The Farmer’s Investments 


By WiLuiamM T. NAsH 


=SSISTANT SOLICTOR DONNELLY of 
the Post Office Department at Washington, 
in an address before the convention of the In- 
vestment Bankers’ Association of America, 

August 31, 1923, said: 
“Tt is not extravagant to say that one million 
Americans yearly lost their money and property 
to mail order schemes and that one billion dol- 

lars annually are lost.” 

Director Mendenhall of the Indiana State Securities Commission 
estimates the loss to the people of this State in a single year through 
the purchase of worthless securities at Fifty Million Dollars. 

“Every mail,”’ says Mr. Mendenhall, “‘brings to this office letters 
of the most pathetic kind. Many of the letters received come from 
old persons, not a few of whom had lost their all and now seek the 
aid of the Commission after it is too late. One such letter, and it is 
a fair sample of the letters received, is from an old lady in the 
' southern part of the State. She had just been notified by the receiver 
that when its affairs were wound up, the company in which she had in- 
vested all her money would have nothing left for the stockholders.” 

“Last year (1923), she writes, “they got $15,000 of my 
money. They sold us bonds—we thought they were bonds—they 
were in the shape of bonds. Now they tell us that they are ‘Gold 
Notes’ and are practically worthless because they are not secured by 
anything. They told us they were secured by all their properties and 
that it was impossible for us to lose. They got every dollar I had 
and all my family’s money. Now we are old and sick and penniless. 
They lied to us and robbed us.” 

If such losses fell mostly upon those who are able to bear them it 
would not be so bad, but the very opposite is true. A large per 
centage of the victims are farmers and residents of small towns. Re- 


cently an attorney in a rich farming community stated that the farm- 
ers of his county had lost fully one-half million dollars by the failure 
of one company. ‘‘Some,”’ he said, ‘‘mortgaged their farms while 
others either dropped their life insurance or borrowed on their policies 
to enable them to invest in this almost worthless concern. And this 
is the loss in but one company; the total losses to the farmers of my 
county through such investments in the past ten years must run into 
millions. A number of our best men have been ruined in this way 
and scores of others have been badly crippled. Had they stuck to 
their farming business and their life insurance and turned their backs 
on all these outside schemes, as they should have done, they would 
have little to complain of today.” 

A county storekeeper when speaking a few days ago of the plight 
of the farmers in his county stated that their losses from bad invest- 
ments, together with the sacrifices which many made in order to raise 
the money for these investments, have worked a great hardship. 

“One very sad case,” continued this storekeeper, “‘is that of a 
customer of ours and one of our very best citizens. Although not a 
land owner he operated a large farm and had managed to save up 
several thousand dollars. For some years he also had carried a ten 
thousand dollar life insurance policy for his wife and their three 
little daughters. Then there came into the county several clever 
stock salesmen with their wonderful talks of riches, and scores of 
farmers who never before had been known to bite at anything of 
the kind invested every dollar they could raise. The customer I 
mention put in not only the few thousand dollars which he had saved, 
but cashed his life insurance policy and put that money in too. Now 
all is lost. Not long ago he came to me with tears in his eyes to 
talk over his business troubles. 

‘“**T am sick and miserable,’ said he. ‘Had it been only money 

(Continued on page 28) 
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The Standard Universal Schedule for Rating Mercantile Risks 


(Continued from last week) 


When his rate is advanced, even though the advance is justified, he will 
at once begin to kick and try to bring about a cut; but if he finds that the 
insurance companies have adopted a plan of action and are sticking to it 
through thick and thin he will be satisfied. At least I know that in buying 
for his company, and for myself, for that matter, I often made a strong 
effort to break a price quoted to me, not because I think it is too much, 
but because I want to make sure that no one else is doing better than I 
am. Once I find the man who is to sell me the goods does not have two 
prices I am satisfied. The Sanborn Map Company has always been very 
wise in sticking to one price for all companies. The result is that they 
have no trouble in selling their goods, and everyone feels that he is being 
treated as well as anyone else—and that is all that the average man wants. 

As to the result of the application of the schedule, in my opinion the 
first result will in nearly every case be an advance in rate, except in 
connection with the small mercantile buildings occupied for retail store 
and dwelling purposes, where the rate will very often be reduced by the 
application of the Schedule. Very oon, however, improvements will be 
made and a reduction will take place in most cases from the rates that 
were paid before the Schedule was applied. Some specific risks will 
never rate low under the Schedule, but no one need worry about such 
risks, for they will either be of such large area that all companies can 
get a line, or they will be so poor that no one will want a line. 

It seems to me that the public must be better pleased with the Schedule 
rating system than with the guessing system, for they will know that every 
risk is rated by one standard and that each man’s propery stands on its 
own bottom. There will be less friction for the local agents, for they will 
be able to explain how a rate is made, and even though the rates are 
finally reduced, the companies will benefit by the largely reduced loss 
ratio. Better construction in new buildings will take place, for a man 
will be more apt to be guided by the U. M. S. standard than by a build- 
ing law, knowing as he will that if he constructs a faulty building his 
insurance rates will be high. The trouble today under the guessing sys- 
tem is that a man feels that he can get as low a rate in connection with 
a poor risk as in connection with a good one. So it seems to me that 
the U. M. S. will do more good than will a building law. 

Again, the Companies, on account of better construction and improved 
physical hazards, will be able to carry larger lines than they now do. 

I will concede that it will cost more to make rates through a proper 
application of the U. M. S. than by the guessing system, but I contend at 
the same time that in the end the extra cost will result in a saving to 
the companies, for once a risk is rated under the Universal Mercantile 
Schedule there will be little or no need for inspections by special agents. 
I know that it is our practice in this office whenever we are in doubt 
about a risk rated under the U. M. S. to write for a copy of the rate 
slip, and having that, we know just what the defects are and we can 
accept or reject the business without sending a special agent to look at it. 

From the various other letters which you will probably receive you 
will no doubt get many points that I have overlooked, and I regret that 
I am unable to do more for you in this most important matter than I 
have. 

Very truly yours, 
(Signed) Henry Evans, 
Vice-President. 


The interest in the Schedule spreads far, as witness this article 
from the Insurance News of Liverpool, England, dated July 1, 
1892: 


Screntiric Fire UnberwritinG, 1S It FEASIBLE? 

That such a question as this should have to be put after two cen- 
turies of practical experience may almost appear incredible. Yet in 
sober truth we seem to have got very little past the crude and uncertain 
methods which characterized the early stages of fire insurance history, 
We need seek no further illustration of this assertion than the mar- 
velous results which have been presented by the modern system of 
“tendering.” Speaking generally we may say that the methods of 
rating now in vogue are purely empirical. And we may even go further 
than this, and assert, without fear of contradiction, that, omitting the 
sphere which is technically known as “first-class risks,” five-sixths of 
all the remaining business is now being done at a loss. This, it is true, 
largely arises from the intensity of competition, but it is the compe- 
tition of ignorance. No underwriter, however infatuated, would take 
upon his books a quantity of business which he knew beforehand would 
prove unprofitable. But in actual practice this is being done every day. 
What we want, therefore, is a clearer and more definite classification: 
more light, more knowledge, against which even the most reckless and 
uncrupulous would hestitate to sin. In other words, we want to know 
whether fire insurance rating can be placed upon a mathematical and 
scientific basis. No genuine and united attempt in this direction has 
yet been made. It has been held that each office is best consulting its 
own interests by maintaining secrecy as to its experience in connection 
with any given class of risk. This, we maintain, is an enormous fal- 
lacy, and one that has done untold mischief to the cause of fire in- 
surance as a whole. It is, as we have said, ignorance which is pre- 
sumptuous, and not knowledge. If during the last ten years it had been 
clearly known where lay the line which divided profit from loss, we 
should scarcely have had fire insurance reduced to the unsatisfactory, 
if not even perilous, position in which it is found today. 

All very well, it may be said, but is it possible to place fire business 
upon such a basis as that advocated? A very remarkable and clever 
attempt in this direction is now being made in America, where the 
evils and irregularities of unscientific rating are even more conspicuous 
than in Great Britain. A committee consisting of four members, Presi- 
dent Moore of the Continental, Mr. Silvey of the German-American, 
Mr. Babb of the Northern, and E. G. Richards of the National of 
Hartford, have gone into this question with the most minute care and 
attention, and have published a pamphlet entitled “Standard Universal 
Schedule for Rating Mercantile Risks.” 


Then follows a fairly complete analysis of the Schedule 
which it is not necessary to repeat since the general comment 
is the most interesting feature and that is continued: 


We welcome this effort with the utmost pleasure. It is a distinct 
advance upon anything of the kind we have yet seen. It contains the 
true principles of scientific fire underwriting. We do not offer any 
opinion as to the inadequacy or otherwise of the proposed rates; at 
this stage that is a very small matter. Experience will speedily cor- 
rect what is wrong in this respect. We have here for the first time in 
a practical form a genuine attempt to estimate the one hitherto in- 
tangible factor in fire insurance—risk. We have dealt with this fact 
heretofore by a priori methods, the present is an effort to deal with 
it as a posteriori. Years ago we pointed out that risk itself was capable 
of being divided into two elements; first, the probabilities of fire; sec- 
ond, the probabilities of suppression. 

(To be continued) 
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INSURING THE NATIONAL GUARD 


NE of the most significant move- 

ments yet perceived in the develop- 
ment of life insurance as a force to be 
ttlized for the benefit of a common- 
wealth, is the recent determination by 
gveral States to insure their National 
Guard units. New York is said to hold 
the distinction of being the first to take 
the step, but Maryland, Kansas and IIli- 
nois have not been far behind and other 
sovereignties are also reported to be con- 
sidering similar action. 

From the standpoint of the guardsmen 
aid their families, insurance on their lives 
sa tangible advantage. The same rea- 
ons which may be advanced to influence 
te ordinary citizen toward a realization 
of what life insurance can mean in the 
way of protection, can be put forward 
mth equal truth when applied to the per- 
omel of the National Guard. In some 
ases the premium is paid by a deduction 
in the soldier’s pay, while, in others, it 
las been suggested that the particular 
tate defray a part of the expense as a 
matter of expeditious interest and in 
‘utherance of the public weal. Whatever 
tourse is decided upon in a given instance, 
the ultimate effect is the same in its re- 
ation to the individual. The State is re- 
lieved of many burdens which, if not 
amed by the insurance companies 
through the media of their policies, would 
react unfavorably against taxpayers and 
tring pressure to bear where the strain is 
already great. 

From the angle of the insurance com- 
panies, the taking out of group insurance 


by the National Guard of any locality 
bids fair to be of advantage, for, although 
physical examination is usually waived on 
such contracts, a degree of selection of 
risks is already achieved by the fact that 
the bodily fitness of the men is some- 
what predetermined by military custom 
and order. If the premiums charged be 
not in diametric opposition to good under- 
writing practice, a condition scarcely 
within the bounds of sanity, there is no 
apparent hindrance to the production of 
an equitable income on the business writ- 
ten. 

The most important phase of the ques- 
tion, however, concerns its future poten- 
tialities. With the men of the National 
Guard in the several States being edu- 
cated in the principles and value of life 
insurance by becoming the possessors of 
group insurance policies, it is practically 
certain that they will desire to apply it in 
other ways and will be amenable to dis- 
cussing their needs with life agents. Many 
guardsmen, who ordinarily would look 
with unseeing eyes at the protection and 
investment features of a life insurance 
policy, will arbitrarily give it a proper 
place in their financial scheme of existence 
and, thereby, will benefit both themselves 
and their dependents. To the astute life 
insurance solicitor the inference requires 
no explanation. 


HIS is the open season for agency 
meetings of life insurance companies. 
Every week brings several new ones. 
Life insurance agents are being exhorted 
by company executives or being enter- 
tained at the company’s expense, and some 
are getting it both ways. In any event, 
they are waxing more and more enthusi- 
astic about life insurance and the several 
companies they represent. They are firm- 
ly resolving to do about six times as 
much business next year as they did in the 
past year. Probably during the just past 
and the succeeding weeks several hundred 
new plans for selling life insurance will 
be advanced. Ideas will be exchanged 
and tried out. Men who never met before 
will get together, and talk together to their 
mutual benefit. Each will vie with the 
other in telling of his selling -exploits. 
For the most part they will return to 
their respective homes still good friends. 
As an outgrowth of it all there will be 

a good many hotel clerks with near-nerv- 
numberless harassed 


5 


ous breakdowns, 


Pullman conductors, and much unprint- 
able language from the knights of the 
erip. And next year there will be more 
life insurance sold than ever before. And 
after that more agency conventions. 





T is often the irony of fate that some 
small act brings about more interest 
and discussion than others which should 
attract major interest. So one of the 
more insignificant actions at the recent 
Seattle meeting of the National Conven- 
tion of Insurance Commissioners has cre- 
ated interest apparently all out of pro- 
portion to its importance. This was the 
vote of the delegates, recommending to 
the executive committee that the mid- 
winter meeting be held somewhere in the 
Middle West, instead of in New York, as 
the previous custom has been. This meet- 
ing has been, together with that of the 
Association of Life Insurance Presidents, 
the pivotal point around which has been 
built a week of insurance meetings and 
conferences which have made it, per- 
haps, the most important single week in 
the business of insurance. During the 
first week in December, the Hotel Astor, 
New York, is always an insurance storm 
center, where men in every class of the 
business foregather and where many im- 
portant meetings are held and many im- 
portant questions threshed out. The gen- 
eral confluence, at this time and point, of 
so many important insurance matters has 
undoubtedly proved a great economy, 
both in time and expense, to many insur- 
ance men and companies. Despite the 
strong, and entirely just, arguments of 
many of the Western commissioners, it 
would seem as though the removal of this 
mid-winter meeting to the Middle West 
would be much like breaking up an old 
and tried institution. The commissioners, 
of course, have a perfect right to meet 
when and where they please. A change 
from New York, in this case, will un- 
doubtedly break up the week and there 
are many prominent insurance men who 
will be sorry to see that happen. 





Peoria Life Men Meet in Alaska 

Cuicaco, Int., August 6.—The $100,000 Club 
of the Peoria Life Insurance Company, Peoria, 
Ill, numbering about 150 of its leading pro- 
ducers, left Saturday, August 2, for Alaska, 
where the annual convention is to be held. The 
party is traveling over the Chicago & North- 
western Railroad and will go via St. Paul and 
Seattle, taking a steamer from the latter point. 
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TO INCREASE CAPITAL 


Glens Falls Submits Proposition to 
Stockholders 








SHARES OFFERED TO AGENTS 





Move Seen as Fitting Complement to Com- 
pany’s Seventy-Fifth Anniversary 

A communication from President E. W. 
West, of the Glens Falls Insurance Company, 
Glens Falls, has been received by  stock- 
holders of that organization in which it is sug- 
gested that a substantial increase be made in 
the capital stock and that the agents of the 
company be given an opportunity to purchase 
the shares. The proposal made was that the 
board of directors declare a stock dividend of 
100 per cent and that 50,000 shares of new 
sock be issued. The company now has $1,- 
000,000 capital and a little over $3,000,000 sur- 
plus. The plan offered would increase the cap- 
ital to $2,000,000 and would reduce the surplus 
to about the same figure, at the same time re- 
ducing the market value of the shares to around 
$32.50 each. 

Stock in the Glens Falls is now quoted at 
approximately $64 per share, par value being 
$10. The proposed new stock would have the 
same par value and would be offered to the 
company’s agents at $30 per share. Since the 
stockholders of the company have first claim to 
the purchase of any stock, it is expected that 
they will be requested to waive the claim in 
this instance and may be offered some induce- 
ment to bring this about. Should any of the 
new stock not be purchased by the agents, it 
would be proffered to the present stockholders 
at the same price made to the agents. 

Since this is the seventy-fifth anniversary of 
the founding of the Glens Falls, it is said that 
the stockholders look upon President West’s 
plan as a fitting adjunct to the celebration of 
the event and many are reported to be in favor 
of the move. The operation, when completed, 
will permit the agents to become part owners 
of the company for which they work and is 
seen as a very liberal step in the direction of 
promoting a spirit of co-operation between the 
oficial body and the Glens Falls representatives. 


Western Department of L. & L. & G. Holds 

Annual Outing 
Cuicaco, It., August 19.—The second an- 
tual outing of the Liverpool and London and 
Globe Insurance Company’s Western depart- 
ment was held on Saturday, August 16, at 
Glen View Forest Preserve, Evanston, IIl. 
More than two hundred officers and employees 
of the company attended. W. H. Tyrrell, a 
‘siting English official of the company, was 
the guest of honor and an extensive program 
ot games and entertainment was successfully 
carried out, 


The Agents Key to Fire Insurance 
I wish to congratulate you upon compiling 
_ a book, for I think it to be of the greatest 
2 ue to anyone interested in fire insurance.— 
usell & Burres, Pasadena, Cal. 


COMPANIES APPEAL FROM REDUC- 
TION ORDER 
South Carolina Commissioner’s Mandate 
May Go to Courts for Decision 

The order of Commissioner McMahan of 
South Carolina, directing that fire insurance 
companies operating through the South-East- 
ern Underwriters Association and the South 
Carolina Rating Office should reduce rates on 
certain classes of risks in that State on August 
15, has been appealed by the companies to the 
State Insurance Commission of South Carolina. 
The commission is composed of: T. B. Stack- 
house, Holmes B. Springs and George B. 
McCutcheon. 

The firm of Nettles & Tobias, Columbia, is 
acting as attorneys for the companies and Mr. 
Nettles and Commissioner McMahan have 
jointly agreed that the appeal shall be heard 
on or after September 22. If, during the hear- 
ing, the rate reduction order of the South 
Carolina commissioner is sustained, it is prob- 
able that the matter will be taken into the 
courts for decision. 


Virginia Fire and Marine Appointments 
RicHMonpD, VA., August 18.—The Virginia 
Fire and Marine of Richmond announces the 
following appointments: J. H. Baker, execu- 
tive special agent; A. C. Stevenson, special 
agent, Western Virginia; A. L. Owens, special 
agent, Southern Virginia; J. W. Kesler, special 
agent, Northern Virginia. With the exception 
of Mr. Stevenson, who will be stationed at 
Roanoke, the other appointees will maintain 
their headquarters at the home office of the 
company. All of the appointments were made 
from the company’s staff of employees. 


Walter G. McBlain Installed in Office 

PHILADELPHIA, Pa,, August 18.—The new 
president of the Pennsylvania State Insurance 
Federation, Walter G. McBlain, was formally 
installed in office on the night of August 20 at 
York, Pa. The master of ceremonies was J. C. 
Murray of Pittsburgh. Tom Donaldson, former 
president of the Federation, delivered the ad- 
dress introducing President McBlain, who then 
gave his inaugural speech. Nearly 200 leading 
insurance men of the State attended. 


E. R. Hardy to Go Abroad 

FE. R. Hardy, assistant manager of the New 
York Fire Insurance Exchange, will sail on 
September 6 for the British Isles. Mr. Hardy, 
whose family will accompany him, expects to 
make an extended visit to England and, though 
not on business bent, will undoubtedly have 
many shrewd observations regarding insurance 
abroad to make upon his return. 


Is There Any Insurance Against This? 

Recent dispatches from Glasgow, Kentucky, 
tell of a tobacco planter who evidently did 
something to displease his enemies, for a band 
of night-riders visited his farm and pulled 
up an eight-acre crop of tobacco by the roots. 
The loss was estimated to have been about 
$3000. 


CHARGE VIOLATIONS 


Virginia Locals Say Some Writings 
Defy Resident Agent’s Law 








MOTOR FINANCE CORPORATIONS 
CITED 





Suggest Companies Decline Business Unless 
Local Agents Get Commission 
Ricumonp, Va., August 20.—Virginia local 
agents charge that a number of motor finance 
corporations are writing automobile insurance 
in that State in violation of the resident agent’s 
law. The motor finance corporations require 
coverage protecting their interest on all cars 
sold on time. The premium on the insurance is 
included in the notes representing the deferred 
payments, and the finance corporation places 
the insurance outside of the State, under an 
open policy. The company assuming the risk, 
in turn issues certificates to the buyers of the 
automobiles. If these certificates are signed in 
Virginia either by a special agent who is a 
resident of the State, or by a local agent, there 
is no violation of the law, provided the usual 
compensation is allowed the agent. The agents 
declare, however, that some of the finance cor- 
porations and companies do not allow them the 
usual 5 per cent commission. Notwithstanding 
the vigilance of the bureau of insurance, some 
of the finance corporations are able to evade 
the law, and their action is causing bad feel- 
ing among the agents. It is claimed that one 
way to remedy the situation would be for the 
insurance companies to decline to write the 
business except upon an express stipulation that 
the local agents receive their commissions. 
The agents also charge that the finance cor- 
porations failed to allow their certificate holders 
credit for the reduction on automobile rates, 
made mandatory when the general reduction 
was ordered in Virginia several months ago. 


WESTERN UNION MEETING 
Annual Gathering to Be Held September 
16 and 17 in Vermont 
The Western Union will this year hold its 
annual meeting at Manchester, Vt., the ses- 
sions being scheduled for September 16 and 17. 
The program committee will meet on August 
21 for the purpose of concluding arrangements 
regarding speakers, discussions, etc., and a 
varied and interesting succession of events is 
anticipated. The members of this committee 
are Fred B. Luce, Providence Washington, 
chairman; J. O. Dye, Great American; R. P. 
Barber, North British and Mercantile; John F. 
Stafford, Sun of London; E. W. Law, Royal; 
E. W. West, Glens Falls, and Alfred Stinson, 

Fidelity- Phenix. 

The membership of the Western Union has 
seen some increases lately, those who have just 
joined its ranks being J. A. Miller, secretary 
of the Preferred Risk and the Sunflower Fire 
of Kansas, succeeding the late I. W. Jones; 
E. N. O’Beirne for the Standard of Hartford, 
with jurisdiction in Tennessee, and Ronald 
Martin of the Atlas. 
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THE DEMAND FOR AN OUTLET FOR CATASTROPHE AND EXCESS REINSURANCE 
OF WORKMEN’S COMPENSATION, LIABILITY AND OTHER CASUALTY LINES 
IN AN AMERICAN COMPANY HAS BEEN MET BY 


American Re-Insurance Co. 


242 S. 13th Street Philadelphia, Pa. 
Assets - - - - $4,263,477.10 
Capital - - - - 750,000.00 
Surplus - - - - 670,033.03 
Voluntary Catastrophe Reserve 200,000.00 
Reserves - - - - 2,643,444.07 


RE-INSURANCE ONLY 


Specializing in Workmen's Compensation Catastrophe and Excess Liability Treaties 
Competing with no direct-writing Insurance Company 
Qualified before U. S. Treasury and Licensed by Principal States 

Financially Strong Conservatively Managed Liberal Contracts 
CORRESPONDENCE INVITED 
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tut HAMPTON ROADS 
FIRE 4» MARINE 
Insurance Company 


~ NORFOLK, VIRGINIA 
Address Home Office For Agency Connection 


HENRY G. BARBEE JAMES A. BLAINEY GEORGE A. Morin, 
President Vice-Pres. and Managing Under, 
Secretary Fire Dept. 
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SAFEGUARDING THE NATION'S Playgrounds 


A great industry has been developed 
to furnish the stimulus of relaxation 

to the millions of men and women who 

make the Nation’s wheels go ’round. 


Back of the rest and pleasure of these 
innumerable summer resorts the steady- 
ing hand of Insurance is seen, providing 
financial security — developing higher 
standards of safety-—lessening the hazard 
to human life. 


Its widespread activities, during this great 
annual vacation, extending to resort lands 
throughout the country, are another indication 
of the National scope of the L.& L. & G. 
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CALEDONIAN INSURANCE COMPANY 
OF SCOTLAND 
Founded 1805 
*“*THE OLDEST SCOTTISH INSURANCE OFFICE” 


U. S. Head Office: 
555 Asylum Street Hartford, Conn, 


CHAS. H. POST, U. S. Manager 








R. C. CHRISTOPHER, Assistant U. S. Manager 





Industrial Life and Health 


Insurance Company 
Home Office: 91-98 Walton Street, Atlanta, Ga, 


Insures men, women and children against loss by 
sickness, accident, death, all under one pate 
Premiums 5 cents to 50 cents per week. 


JOHN H. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 

















ILLINOIS LIFE 








‘Greatest INlinois Company 





The Colonial Life Insurance Company of America 
Whole Life, Limited Payment 


NEW & Endowment Oe eu 

ORDINARY} High Values ITS OWN 

POLICIES | Attractive and Novel Features | AGENCY 
cc Cask STAFF ONLY 


Which with especially favorable Industrial Contracts 
Give Agents unsurpassed money-making opportunities 
E. J. HEPPENHEIMER, President 
Geo. T. Smith, Vice-President Dunbar Johnston, Secretary 
Chas. F. Nettleship, 2nd Vice-President S. R. Drown, Asst. Sec’y 
and Asst. Treasurer. 


HOME OFFICE—JERSEY CITY, N. J. 








INSURANCE COMPANY 
CHICAGO 
JAMES W. STEVENS, President 
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ST. LOUIS RESULTS 


First Month of New Rules Sees Many 
Developments 








MAY HAVE NEW REGULATIONS 





Practice of Agencies Is to Get as Much 
Commission as Possible—Past 
Affiliations Little Regarded 
St, Louis, Mo., August 18.—July, the first 
full month of the Western Union’s new regu- 
lations for St. Louis, has slipped into history, 
and it is possible to a certain extent to meas- 
ure the results of the new plan. It was a 
terrible month for some of the Western Union 
companies, their premium income from the 
Mound City being almost wiped out. A few 
have held their own or slightly increased their 

St. Louis business. 

The situation is as it was a month ago. The 
larger agencies took steps in advance to pro- 
tect their commission income by affiliating with 





SN SZ MCT ONCTO! 


Many of the Leading 
Agencies in the United 
States now Represent 


The 


WORLD 


Fire and Marine Ins. Co. 
HARTFORD, CONN. 





Capital, $1,000,000 Surplus, $1,000,000 





RALPH B. Ives, President 











Why Not You? 


“ Then give to THE WORLD 
the best that you have and the 
best will come back to you.”’ 
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sufficient number of Bureau and non-affiliated 
companies to be certain to obtain the largest 
possible commission on every piece of business 
handled, and they have been following that 
rigidly. Past affiliations were disre- 
garded. The rule to-day with the majority of 
the agencies is to get the best commission the 


policy 


market affords. 

Of course there are a few agencies that have 
accepted the cut commissions and the wiping 
out of their contingents and have moved along 
as they were prior to July 1, but they are be- 
ginning to feel the effects of their loyalty to 
the Western Union companies. 

So far as can be ascertained there has been 
no break in the Western Union lines, although 
many of the companies have taken a lot of 
in the way of premium income 
loss. However, the higher officials have 
frowned upon St. Louis business for several 


punishment 


years past, maintaining that they have never 
made money on it, and that the less business 
they do in St. Louis, the smaller their net losses. 

However, it is believed that August will bring 
some sort of change. It is freely predicted in 
well informed circles that at the next meeting 
of the Union, a new set of commissions, rules 
and regulations, etc., will be formulated for 
St. Louis. 


Kansas Agents to Meet October 16-17-18 

ToreKA, Kansas, August 19.—The annual 
convention of the Kansas Association of In- 
surance Agents is to be held in Topeka, Oc- 
tober 16, 17 and 18, according to the announce- 
ment of Holmes Meade, chairman of the local 
committee, and Glen Chariton, of Lawrence, 
president of the State association. The asso- 
ciation is composed entirely of fire and cas- 
ualty insurance agents of all classes. Among 
the hig features of the convention already an- 
nounced will be addresses by W. G. Falconer, 
president of the Norwich Union of New 
York, and Edson S. Lott, president of the 
United States Casualty Company. Chancellor 
E. F. Lindley of the University of Kansas is 
also one of the scheduled speakers. 

It is expected that between two and three 
hundred fire and casualty insurance agents, 
representing all the companies doing business 
in Kansas and the majority of the active in- 
surance agencies in the State, will attend the 
convention this year. The convention has 
grown in membership and attendance every 


year. 


Transactions in Porto Rico in 1923 

The premiums and losses incurred of the 
fire, marine and fire-marine insurance com- 
panies in 1923 in Porto Rico, by classes of 
risks, were as follows: 

Fire: premiums, $921,809; losses, $633,580. 
Hurricane: premiums, $123,289; losses, none. 
Earthquake: premiums, $20,877; losses, $308. 
Automobile fire: premiums, $22,019; losses 
paid, 15,980. Automobile property damage 
and collision: premiums, $4,866; losses paid, 
Ocean marine: premiums, $130,320; 
$8,471. Inland transportation: pre- 
miums, $1,230; losses, $307. 


losses, 


KEY RATE CHANGES 


Many Alterations Made in Texas 
Schedules 








DALLAS SEEKS OLD STATUS 





City Purchases Additional Fire Apparatus 
to Meet Requirements of State 
Commission 

Datias, Tex., August 19.—Increases or de- 
creases in the key rate of a number of Texas 
towns have been made, according to advices 
coming from the State Fire Insurance Com- 
Aspermont was increased from 70 
cents to 82 cents, Bangs increased from 94 
cents to 98 cents, Bronte decreased from $1 
to 98 cents, Clairemont decreased from $1 to 
99 cents, Clyde increased from 82 cents to 9I 
cents, Dickens increased from 97 cents to 98 
cents, Fulbright increased from 97 cents to 98 
cents, Girard decreased from 99 cents to 98 
cents, Lyford decreased from 99 cents to 98 
cents, Rochester decreased from 96 cents to 95 
cents, Yantis increased from 99 cents to $1, 
and Baird, Dalworth and League City remain 
at $1. 

In carrying out its policy of meeting the re- 
quirements of the State Fire Insurance Com- 
mission and thereby securing a reduction in 
fire insurance key rate to the level of 12 cents 
enjoyed before the recent raise to 15 cents, 
Dallas has ordered purchased nine pieces of 
additional fire apparatus to cost $103,050. The 
greater part of the equipment will be used in 
four new stations and the remainder scattered 
about the city as replacement for outworn 
apparatus. 

The purchase consist of six engines costing 
$12,200 each, or a total of $73,200; two hook 
and ladder and hose trucks costing $10,500 each, 
and one chemical and hose truck costing $8,850. 


mission. 


HIGH LOSS RATIO 
See Possibility of Increased Rates in 
Maryland 

Battimore, Mp., August 18.—A_ report, 
backed by figures showing careful study, by 
Charles H. Roloson, Jr., chairman of the fire 
prevention committee of the Maryland Asso- 
ciation of Insurance Agents, on the possibility 
of increased rates for Maryland as a result of 
the high loss ratio, has aroused the agents to 
the importance of a State-wide campaign for 
prevention and especially for better organiza- 
tions and equipment for fire-fighting in many 
sections. 


Mr. Roloson said that his studies convinced 
him that the State has a higher loss ratio than 
any other over a period of forty-three years, 
except in 1922, when there was only one State 
higher. As to the possible effect on rates he 
said: 

Do you believe that if Maryland continues to 
stand out prominently at the head of the roll 
of dishonor there will come no day of reckon- 
ing? I say to you that-a day of reckoning 
will come, and perhaps sooner than you believe, 
and when that adjustment comes in the form 
of a flat increase in rates throughout the State, 
will you or I be affected? 
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MORE THAN $28,500,000.00 
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In every city of the Union and in Canada we are protecting 














many thousands of business and professional men. Continent- Of immediate importance to the safety of ever 

al Accident and Health policies sell and stay sold—good building age wi ote make” te 
openings for the right man. pecially is this true of the plants and mercantile Ww 
CONTINENTAL CASUALTY COMPANY establishments where oily waste, shavings and st 
Aa ee Oe ay ae ee oe u 
General Offices: Chicago, U.S. A. pec — i 
CANADIAN HEAD OFFICE: TORONTO, CANADA p 
Impress this fact on the minds of your clients, | 
remembering, too, that The Continental stands al 
behind you with ample service where the more ca 
complicated forms of fire prevention and protec- th 
tion as well as schedule rate checking are encount- th 
ered. ‘ 


Ask the Continental Special | " 
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INSURANCE COMPANY a 
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EIGHTY MAIDEN LANE, NEW YORK, N. Y. of 
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THE WOMAN’S BENEFIT ASSOCIATION wen CASH CAPITAL m 
OF THE MACCABEES pe 
ORGANIZED OCTOBER 1, 1892 HENRY EVANS NORMAN T. ROBERTSON T 
z : ‘ HE BOARD PRESIDENT 
Largest Fraternal Benefit Society in the World Composed Exclusively of Women Cer ae eee " ” th 
A *‘Millionaire’’ Fraternal Benefit Society NEW YORK CHICAGO MONTREAL SAN FRANCISCO fo 
The Rates Are Adequate 
The Membership is over 255,000 th 
The Reserve Fund is over $19,000,000 
Its Business Standing is of the Best m 
Gives Safe Protection to Women and the Children of Its Members 
Cares for its Needy Sick 
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——— tion and Liability Insurance 
MISS BINA M. WEST : MISS FRANCES D. PARTRIDGE THE SPECTATOR COMPANY is in a position to supply to Companies . 
Supreme Commander, Port Huron, Mich. Supreme Record Keeper, Port Huron, Mich and Agents Manuals as follows: m¢ 
Combination Automobile Insurance Manual str 
INCORPORATED 1832 A complete, convenient and always up-to-date Loose-Leaf Book bet 
Vi 4 = Fi d = presenting in one volume all needed underwriting facts. All standard rules un 
1r inlia ire an arine and rates for all classes of coverage. 
Full official serial number data. 
INSURANCE COMPANY OF RICHMOND, VA. Prices (with loose leaf sheets up to date): an 
January 1, 1924 Home Office Edition, cloth wing-fastener binder (a country-wide 
Reserve for Unearned Premiums .............. $1,251,042.79 Manual). crete. ye eeee stecteececcececcessaccecceseccecceceeccecees $4.60 pat 
Other Liabilities 307,400.33 With 1}4 inch ring binder, leather, $3.00 extra. cor 
Ramee aren ye ere ne es eae fe Ce eee ae ’ ? With 1% inch ring binder, leatherette, $1.75 extra. No 
Capital Sie nina aii ewe Scat See Se lwewe is $500,000.00 Field Editions (Eastern, Southern, Western or Pacific), cloth wing- It 
PSNI cos Sicko sis oo: diesie crea 1,103,162.36 RASCEMEE ADH EES VERON iss ciecccisse'o-slacwaleresd efnatsn Wicivinis o'slovetsiatsiiaisieroese $4.00 ‘ 
asocelesieiianietbigians With 1 inch ring binder, leather, $2.25 extra. é 
Surplus to Policyholders................... 1,603,162.36 SS a a un 
Manual of Compensation and Liability Insur- tha 
Total Assets eer eT ee Te ee $3,161,605.48 R ] d R THE BASIS MANUAL of 
Wm. H. Palmer, President Wm. H. Palmer, Jr., Vice President ance—hules an ates— h 
B. C. Lewis, Jr., Secretary Wm. Palmer Hill, Asst. Secretary Hitherto in preparing manuals of rates for workmen's compensation and a 
J.C. Watson, Treasurer J. M. Leake, General Agent liability insurance, the compilers have confined their labors to individual Un 
States. Now that nearly half the States of the Union have enacted com- 
pensation laws, it has been found feasible to compile a basis manual ap- mo 
plicable to all States. Issued in loose leaf form. 50 
LOYAL TO FRIENDS AND TO LOYAL AGENTS LOYAL The rates given therein are the basis rates for all classifications, while ; 
differential slips containing the multiplier to be used in arriving at the leg 
Organized 1855 manual rate for particular States will be supplied as desired. “ 
j MANUAL OF LIABILITY INSURANCE—RULES AND RATES. fre 
Being basis rates for liability insurance in States having no compensation 
laws. Loose leaf form. Differential slips supplied as desired. Nat 
OF NEWARK, NEW JERSEY Digest of Workmen’s Compensation Laws, Eighth Edition, of 
JANUARY 1, 1924 December, 1923 wh 
j These Manuals are official and can be supplied in quantities to suit. For ’ 
Capital, $2,250,000.00. 4 Net Surplus, $4,251,619.22 prices and further particulars, address ; 
Surplus to Policyholders, $6,501,619.22 pas 
Assets, $14,683,598.32 Liabilities, $8,181,979.10 THE SPECTATOR COMPANY Yo 
NEAL BASSETT, President CHICAGO OFFICE 135 WILLIAM STREET wit 
JOHN KAY, Vice President WAITE BLIVEN, Vice Pres. INSURANCE EXCHANGE NEW YORK me: 
A. H. HASSINGER, Secretary WELLS T. BASSETT, Sect. 
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NEW YORK SURVEYS 

The Institute Movement.—In connection 
with the projected plans of the Insurance In- 
stitute for larger activity, the question has come 
up in one or two cases as to the right of an in- 
surance company to contribute funds to such 
an enterprise. It does not follow that because 
an enterprise is good that an insurance company 
can contribute thereto. Like all corporations 
they are formed for a very definite purpose and 
that purpose places certain limitations upon 
them. An examination of the authorities in the 
matter enables us, however, to draw this stated 
rule, viz., that if the proposed object is one 
which will definitely benefit the company it is 
a proper thing for it to support it. No com- 
pany could contribute in a general way to an 
educational scheme but they can contribute to 
a definite educational scheme which has for its 
object the training of persons in the business 
of insurance. No company could contribyte 
probably to the foundation of a professorship 
of insurance, but it could contribute to the ex- 
penses of students taking insurance courses. 
The students, presumptively, would be from 
their own offices and the investment would be 
for their own good. It is not to be expected 
that “ultra vires” will stand in the way of a 
membership in the Chartered Institute. 

Office Evacuations.—One of the best in- 
stances of what an evacuation of a city may 
have been is furnished by me closing hour in 
the insurance offices. In fact it applies to the 
whole “street.” The celerity with which the 
modern business office can be evacuated on the 
stroke of the closing hour has probably never 
been equaled by the evacuation of any city even 
under the most trying times of war. 

Another Marriage.—-The taking over of 
another English company by an English com- 
pany only accentuates the group method of 
control in the business of insurance. Possibly 
it is too late to stop this, but it is not too late 
to point out that it is something that is wholly 
undesirable. It should be evident, if it is not, 
that the steady absorption into group control 
of one company by another must eventually 
have its effect upon the public mind in the 
United States. The feeling will be more and 
more developed that the business has fallen into 
so few hands that there exists no longer any 
legitimate competition and the State might as 
well take it over. Another objection to these 
‘requent “marriages” is the fact that they elimi- 
nate the opportunity for individual development 
of the business of insurance. That is something 
which is to be deplored at all times. 

The Passing of F. J. T. Stewart—The 
passing of the late superintendent of the New 
York Board of Fire Underwriters, which came 
with such shocking suddenness to his associates, 
means a loss to the business of insurance that 
is going to be accentuated from day to day as 


time passes on. His accomplishments were based 
on a thorough training in his department of 
knowledge, and both that training and the expe- 
rience necessary to accomplish the things he 
was daily doing are not easily attained. It re- 
quires something more than education and op- 
portunity: it requires what he possessed—ele- 
ments of character and gentlemanliness—to 
make them the most fruitful. We repeat that 
the late superintendent is going to be missed 
very often in the days that are in front of us. 


BOSTON AND VICINITY 

R. E. Manning, of the Associated Factory 
Mutual Fire, is being congratulated by his 
friends here on his appointment to the chair- 
manship of the N. F. P. A. committee on tanks. 
He has been a member of the committee for 
some years. 

The Boston premiums for the first six 
months of 1924 totaled $4,656,778, or approxi- 
mately 8 per cent less than for the correspond- 
ing period in 1923, when the returns were $5,- 
092,721. These figures are taken from the re- 
port of Secretary Gooding of the Boston Pro- 
tective Department, released by its president, C. 
H. J. Kimball, late last week. The ten com- 
panies showing the largest amount of premiums 
for the period are as follows: Globe and 
Rutgers, $114,646; Royal, $110,039; Hartford, 
$102,296; Home, N. Y., $99,004; Etna, $93,- 
330; Home Underwriters, N. Y., $01,468; 
Liverpool and London and Globe $90,676; In- 
surance Company of North America, $80,210; 
Palatine, Eng., $77,158; Great American, 
$76,560. 

It is said that ome of the reasons why the 
fire premiums of the city show a decrease, as 
compared with the same period in 1923, is that 
the city revalued buildings for taxation pur- 
poses and raised many of the values. Term 
business on these new valuations was then writ- 
ten, and none of that business was up for re- 
newal this year. 


CHICAGO AND THE WEST 

Secretary Shirley E. Moisant, of the Illi- 
nois Association of Insurance Agents, is enlist- 
ing the co-operation of the field men of vari- 
ous companies in the drive to increase the 
membership. In asking the aid of the field 
men, Secretary Moisant points out that the 
interests of field men and agents are so closely 
identified that he does not feel it is wrong to 
ask their co-operation in securing new members 
to the association. The annual convention of 
the National Association will be held September 
9-12, and it is hoped that each of the Illinois 
State and special agents will make an effort to 
bring in at least one new member before that 
time. 

J. Burr Taylor, of Omaha, formerly State 
agent for the Norwich Union in Nebraska, has 


tI 


joined the staff of the Underwriters Adjusting 
Company of Chicago, connected with its Omaha 
office. 

L. G. Warder, who has been superintend- 
ent of the hail and crop department of the 
Hartford Fire at Chicago, has been made super- 
intendent of the rain and flood department also, 
the two divisions having been consolidated fol- 
lowing the resignation of W. J. Hatcher, who 
was superintendent of the latter department. 
Mr. Hatcher has joined the Ackerman Agency 
at Rice Lake, Wis. 

The Western department of the Great 
American, and affiliated companies, whose offices 
for the last eighteen years have been located 
at 76 West Monroe street, will be removed to 
the new Straus building, Jackson and Michigan, 
sometime before the end of the year. The 
department will occupy the entire thirteenth 
floor in the new building, which contains 20,- 
000 square feet of space. 


LOS ANGELES ITEMS 

J. P. McHale & Co., Los Angeles ad- 
justers, have opened offices in San Francisco 
and will adjust losses on all lines except 
marine. Heretofore they have specialized on 
automobile and casualty lines. 

Fire rates have been reduced 10 to 12 per 
cent in Fresno, due to improved fire protection 
and water supply facilities. 

The Automobile Insurance Exchange, Los 
Angeles, has applied to the insurance department 
of California for a license, the Western Auto- 
mobile Underwriters of Los Angeles being 
named attorney-in-fact. 

W. B. Brandt & Co., Los Angeles and San 
Francisco, have been appointed United States 
managers for the Century Insurance Company 
of Edinburgh for all-risk lines. They expect 
to open New York and Chicago offices shortly. 


PHILADELPHIA NOTES 

Association to Meet.—The Pennsylvania 
Mutual Fire Insurance Companies Association 
will hold its annual meeting at Gettysburg, 
August 19. The chief speaker is Tom Donald- 
son, former Insurance Commissioner of the 
State. President Walter G. McBlain of the 
State Insurance Federation will also address 
the gathering. 

The Excelsior Fire Insurance Company 
of New York has appointed Bowker & House- 
worth Company as agents in this city. The 
underwrite coverages on 
jewelry in large amounts. They will specialize 
in all-risk jewelry lines. The following fire in- 
surance companies will also be represented by 
the Bowker & Houseworth Company: Stand- 
ard American, City Insurance Company of 
Sunbury, and Columbian National. In the 
casualty and surety lines they will represent 
the National Surety of New York and the New 
York Indemrtity. 


new agency will 
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The man worth 


This is the AEtna-izer . . . 
line insurance organization in the world . 
himself and his service . 


community! 


FET 


Security—and service! These are the two 
vital elements of insurance satisfaction. 
They are, also, the outstanding features of 
“Etna protection. For seventy-four years the his- 
tory of AEtna has been one continuous record of 
steady, sound growth. Today, Etna is repre- 
sented in almost every city, town and hamlet of 
America by a corps of many thousand upstanding 
citizens—a great staff of trained insurance advisers 
enlisted 1n a national service of protection. 

More and more, those who appreciate the 
saving of time and trouble by purchasing all their 
insurance through one source are turning to AEtna. 
More and more, wise insurance buyers are 
choosing “the man worth knowing” as their deg 
pendable adviser —holding him responsible for th 
adequacy and reliability of the protection place 
around their business interests, their personal be- 


ETNA LIFE INSURANCE COMPAN 
TNA CASUALTY AND SURETY CO. AUTOMOBILE 








zation for high-grade men who are ambitious to 
represent the greatest multiple-line insurance organ- 





knowing 


Representative of the strongest multiple- 
. Welcomed alike for 
in every 


. “The man ooh “) 


\-IZE ae, 


longings and the happiness of their Ron 

The Etna Life Insurance Company and 

afiliated companies issue virtually every 
known form of policy—Life Insurance, in all its 
branches; Accident and Health Insurance; Auto- 
mobile and other Liability; Compensation, Burglary 
and Plate Glass Insurance; protection a 
Property Damage and Loss; securit 
come and your Contracts; Fi 
ance, and Bonds of 
a representative sends in his card 
e renders an unusually complete ser- 





















here is always a place with the AEtna organi- 






ation in the world. 


Y AND AFFILIATED COMPANIES 


INSURANCE CO., OF HARTFORD, CONNECTICUT 
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FAVORS DIFFERENTIAL 





Pennsylvania Governor Upholds Rates 
of State Fund 





FEDERATION PROTEST FAILS 


Objections of Committee Headed by J. K. 
Kane Nullified Through Executive’s 
Decision 
PHILADELPHIA, Pa., August 18.—Governor 
Pinchot has decided that the Io per cent differ- 
ential of the State Workmens Insurance Fund 
js justified and carries no discrimination in 
favor of the Fund as against the private insur- 

ance companies of the State of Pennsylvania. 

The governor made his decision to this effect 
on August 13, in reply to a protest made some 
time ago by a committee of the State Insur- 
ance Federation headed by John Kent Kane. 

For a considerable time the State Fund has 
been writing compensation insurance at a price 
10 per cent lower than that written by the pri- 
vate companies. In July of last year State In- 
surance Commissioner McCulloch decided that 
this differential was unfair and should be speed- 
ily abolished. It was then that the governor 
overruled Mr. McCulloch and ever since then 
the insurance companies have tried to force 
Governor Pinchot to reverse his ruling of last 
year. But as evidenced by this last decision 
the insurance men have failed. 

The governor’s reply to Chairman Kane fol- 
lows in full: 


GoveRNoR PINCHoT’s OPINION 

A demand has been made by the representa- 
tives of insurance companies in Pennsylvania 
that the 10 per cent differential of the State 
Workmens Insurance Fund shall be abolished. 
The essential objection made to the differential 
by the companies is that it constitutes a dis- 
crimination in favor of the State Fund and, 
therefore, against all private companies which 
write compensation insurance. 

After prolonged and careful consideration, I 
am of opinion that this objection is not justi- 
fied by the facts. The 10 per cent differential 
of the Pennsylvania State Workmens Insurance 
Fund is not a discrimination in favor of that 
fund against private companies, but an equaliza- 
tion which serves to balance in part certain dis- 
advantages in cost of operation which weigh 
against the Fund and not against the companies. 

At the time the State Workmens Insurance 
Fund was established, very large numbers of 
employers were not insured at all, thus leaving 
workmen without sufficient protection. The 
Fund was founded in order to make certain 
that every employer could without fail secure 
insurance, and that his employees, in con- 
sequence, could be sure of the compensation to 
which they are entitled when accidents occur. 
When this administration took office, there were 
still 50,000 employers in Pennsylvania who were 
tot insured in either the State Fund, in private 
companies, or by self-insurance. 


Many SMALL EMPLOYERS 
Most of these uninsured were small employ- 
ts. Many of them were financially irrespon- 
‘ible. Much distress had been caused and is 
still caused because the compensation due in- 
Jured workmen or their dependents could not 
be collected, since their employers had not been 
Mstred and were bankrupt. The severe penalty 
Provided in the law for employers who failed 
: msure did not produce the desired result. 
Moreover, it is little satisfaction to a crippled 


workman to see his employer punished, while 
he and his dependents are nevertheless deprived 
of the compensation properly due them under 
the law. 

In order to prevent miscarriage of justice, 
eight States now provide compulsory workmen’s 
insurance and require all employers to take out 
insurance in the State insurance fund only. 
The tendency among the newer States has been 
to adopt this compulsory State insurance plan. 
The Pennsylvania law provides for both State 
and private workmen’s insurance. 

lor the purpose of securing equal justice to 
all workers, the Pennsylvania law created a 
State Workmens Insurance Fund, but without 
barring out the private companies. The purpose 
of the fund was to perform a type of service 
which private insurance companies were, for 
the most part, unable or unwilling to perform. 
The State Fund is not an invasion by the State 
of the legitimate field of private business, but 
a necessary welfare measure whose value to the 
working people of the State is beyond dispute. 


CERTAIN DISADVANTAGES 

By reason of its official character and the 
limitations placed upon it by law, the State 
Workmens Insurance Fund is under certain 
specific disadvantages, as compared with the 
private companies, one of whose results is to 
give the better business to the private com- 
panies. Among these advantages are: 

First: The law denies that the State Fund 
is the most desirable system of securing business, 
namely, the paying of commissions to agents—a 
method which the experience of commercial 
companies has demonstrated to be the most 
effective. 

Second: The State Fund cannot reject any 
risk offered to it. In order to protect all work- 
ers, the State Fund must accept every risk 
offered—an obvious burden to which the com- 
mercial companies are not subject. Out of the 
25,000 policyholders under the fund, 2000 pay 
65 per cent of the premium income of the 
fund. If the State Fund were to lose these 
premiums from the larger employers it would 
find itself fatally handicapped in caring for the 
twenty-odd thousand small employers of labor 
for whose business the commercial companies 
have little desire, and for the protection of 
whose workmen in particular the fund was 
created. 

Third: The State Workmens Insurance 
Fund can write only compensation insurance. 
This limitation can be used, and is used, by 
certain companies to draw business away from 
the State Fund. 

It was in order to overcome these and other 
handicaps from which the State Fund suffers 
that the fund was given a rate Io per cent be- 
low the rates fixed by law through the Insur- 
ance Commissioner for the commercial insur- 
ance companies. The private insurance com- 
panies now propose that the 10 per cent differ- 
ential shall be withdrawn and that the State 
Fund shall thereby be still further handicaped 
in its efforts to protect the workmen of the 
State, and especially those of the small em- 
ployers. 


DIFFERENTIAL A COMMON PRACTICE 

The practice of other States emphatically sup- 
ports that of Pennsylvania in maintaining a 
differential. In order to prevent distress in the 
families of workers, every other State but one 
which provides competitive insurance instead 
of compulsory insurance also has such a differ- 
ential. New York has a 15 per cent differential. 
Utah has recently increased its differential from 
15 to 20 per cent. Nearly half of the States 
which provide workmen’s insurance permit such 
insurance only through the State Fund and for- 
bid competition by private companies. In five 
States also all persons in public employment 
can be insured only through the State Fund. 

The foregoing facts lead, in my opinion, irre- 
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sistibly to the conclusion that the State Work- 
mens Insurance Fund in all of the States in 
which it exists is properly regarded not as an 
invasion of the field of private business, but 
as a necessary instrument for promoting the 
general welfare. They show also that the 10 
per cent differential established in Pennsylvania 
does not constitute an unfair discrimination in 
favor of the State Fund as against the commer- 
cial companies, but is in fact a just, moderate, 
and reasonable adjustment intended to compen- 
sate in part for differences in cost of operation. 
It is made necessary because of certain dis- 
advantages which have been imposed upon the 
fund, partly in the interest of the insurance 
companies and partly because of its public char- 
acter, to which disadvantages the commercial 
companies are not subject. I am clearly of the 
opinion, therefore, that in the interest of those 
whom the State Workmens Insurance Fund was 
instituted to protect the 10 per cent differential 
should be maintained. 
Harrisburg, Pa., August 13, 1924. 


NEW JERSEY COMPENSATION LAW 
Some Sections Regarding Minors Illegally 
Employed 

The Globe Indemnity Company, Newark, 
N. J., has just sent out a notice regarding the 
provisions made in the workmen’s compensation 
law of the State of New Jersey with respect to 
payment of increased compensation to minors 
illegally employed. As this notice is of inter- 
est to insurance agents and others, the follow- 
ing paragraphs are extracted from it: 


The New Jersey Legislature of 1924, 
amended Section 2, Paragraph 9, of the Work- 
mens Compensation Law, effective July 4, 1924, 
in the manner following: 

Section 2, Paragraph 9, provides; double 
compensation and death benefits for minors ille- 
gally employed. 

1. If the injured employee at the time of the 
accident is a minor under fourteen years of age 
employed in violation of the Labor Law, or a 
minor between fourteen and sixteen years of 
age employed, permitted or suffered to work 
without an age and schooling certificate or an 
age and working certificate at an occupation 
prohibited at that age by the Labor Law, the 
compensation or death benefit shall be double 
the amount payable under the schedule. 

2. The law expressly prohibits the insur- 
ance company from paying the extra compensa- 
tion, and therefore the employer himself would 
have to pay the extra compensation. 

3. If this certificate presented by the child 
was not duly issued to such child, it then be- 
comes a question of whether or not the em- 
ployer has used reasonable diligence in accept- 
ing the certificate, and if he has, he is not re- 
sponsible for double compensation. 

4. It is also well to note that if the child 
is illegally employed and brings suit for dam- 
ages under the common law, the claim or suit 
does not come within the terms of the policy 
and it will have to be defended by the employer, 
and if any judgment is rendered it will have 
to be paid for by the employer. 

5. There is also a provision that the child 
still has the rights under common law to sue 
the employer for injuries received on account 
of the negligence of the employer. 





T. W. McNally, Jr., Writes $250,000 of 
New Business 
PHILADELPHIA, PENN., August 18.—Con- 
gratulations are being showered upon Thomas 
W. McNally, Jr., Philadelphia manager of 
the Republic Casualty, for writing more than 
$250,000 of new business for his company the 

last year. 
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ASSOCIATED EMPLOYERS 


London Lloyds Notified of Possible 
Liability 








JUDGE W. T. IRWIN ACTS 





Rufus M. Potts, Counsel for Sherman & 
Ellis, Hints at Retaliation Measures 


Cuicaco, Int., August 19—Although Judge 
w. T. Irwin, substitute attorney-in-fact for 
the Associated Employers Reciprocal, has com- 
municated with London Lloyds with reference 
to a reinsurance agreement against assessment 
possessed with Lloyds by the exchange, he has 
received no word in reply. Judge Irwin in- 
formed Lloyds that, in view of the present con- 
dition of the Associated Employers, which is 
being liquidated, there would be an undoubted 
liability under the terms of the agreement. He 
furthermore invited them to participate in an 
examination of the accounts of the reciprocal 
in conjunction with the insurance department 
examiners. 

In winding up the affairs of the Associated 
Employers, Judge Irwin states that collections 
are coming in slowly. This is especially signif- 
icant in view of the more than $1,000,000 in 
premiums outstanding. 

At the present writing Judge W. T. Irwin, 
as part of the program of winding up the 
affairs, has closed the branch offices of the 
exchange in the various States in which it oper- 
ated, dealing with claimants and subscribers 
directly through the Chicago office. 

In the meantime, Sherman & Ellis, Inc., 
former attorney-in-fact for the Associated Em- 
ployers are endeavoring to carry over as much 
of the business of the exchange as is possible 
to the Indiana Mutual Casualty, which has been 
licensed for this purpose in the States of Ohio, 
Kentucky and Illinois. In Texas the Associated 
Employers’ business is being rewritten by the 
Oil Mens Reciprocal Association. Business in 
Michigan, where Commissioner Hands refused 
to admit the Indiana Mutual, which is managed 
by Sherman & Ellis, is being brokered. 

It is certain at this period that the great 
bulk of the reciprocal’s business is being 
garnered by other insurance institutions—stock 
companies, mutuals, and some inter-insurance 
exchanges. In this connection considerable 
comment has been caused by a statement of 
Rufus M. Potts, special counsel for Sherman 
& Ellis, Inc., in which the reciprocal’s attorney 
declared that his activity during the forthcom- 
ing session of the Illinois legislature might in- 
clude advocacy for State fund insurance for 
workmen’s compensation. Mr. Potts’s state- 
ment follows in part: 

Ph the stock companies insist on crushing 
sherman & Ellis, I am going before the next 
Session of the Illinois Legislature and under- 
~ to have passed a bill providing that the 
State shall be permitted to write workmen’s 
Compensation insurance in Illinois to the ex- 
clusion of all other classes of compensation 
farrers. If the stock companies are going to 
Continue to exhibit such a vindictive attitude 
toward Participating compensation carriers, 


then it is time to see the State get into the 
Compensation business. 


NEW MINE SAFETY BOARD 
Organization Supersedes Old Committee of 
United States Bureau of Mines 
WasHIncTon, D. C., August 19.—A newly- 
constituted mine safety board has been organ- 
ized by the Interior Department, Bureau of 
Mines, with George S. Rice, chief mining 
engineer, acting as chairman, and Matthew Van 
Siclen, engineer in charge of the division on 
mining research, acting as secretary. Other 
members of the board are: T. T. Read, safety 
service director; O. P. Hood, chief of the fuels 
and mechanical equipment division, and Dr. R. 

R. Sayers, chief surgeon. 

The new mine safety board, with headquar- 
ters in Washington, supersedes the old mine 
safety committee at the bureau’s Pittsburgh 
experiment station, and has broader functions 
and responsibilities. It considers all questions 
arising within the bureau’s work as to practice, 
devices, or methods for increasing safety in 
mines and quarries and formulates decisions as 
to the best policy for the bureau to pursue 
to attain that object. One of its chief objects 
is to bring into practice in the mines the lessons 
in safety that are developed by the bureau’s 
researchers. 


Harry A. Newby Is Legion Candidate 

Harry A. Newby, of the law firm of Newby, 
Murphy & Walker, counsel for the Chicago 
Brokers Association and attorneys for a num- 
ber of casualty and surety companies, has been 
prevailed upon by a group of important Iead- 
ers in the American Legion to accept the can- 
didacy for department commander of Illinois. 

Ever since the organization of the Legion 
until this year; Mr. Newby has been Judge Ad- 
vocate of the department of this State and as 
such represented the ex-service men in the bonus 
litigation in Illinois. 

Members of the Legion in the insurance fra- 
ternity are particularly anxious to have Mr. 
Newby head the Illinois department and the 
announcement of his candidacy is expected to 
cause a number of other aspirants to withdraw 
from the race. 


Will Have Course in Suretyship 

The Insurance Society of New York has 
announced that it will give a separate course in 
suretyship this fall, in place of the combined 
casualty and surety course of three years which 
it has been offering. These two branches will 
now be handled separately. It is said that this 
is the first course of its kind to be included as 
a distinct part of the curriculum of any insur- 
ance group. The arrangements were completed 
by Jarvis W. Mason, late vice-president of the 
American Surety Company, just before his re- 
cent untimely death. 


Commissioner Dunham Returns from 
Seattle 

Hartrorp, Conn., August 18.—Connecticut’s 
Insurance Commissioner, Howard P. Dunham, 
returned from Seattle, Wash., Saturday, August 
16. With him were Mrs. Dunham, William R. 
Corcoran, actuary of the State insurance de- 
partment, and two sisters of Mrs. Dunham. 
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AUTO BRAKES 


U. S. Bureau of Standards Efficiency 
Tests 








SEEK TO PREVENT ACCIDENTS 





Results of Examinations to Be Submitted 
to National Safety Council 

Automotive engineers connected with the 
United States Bureau of Standards recently 
tested the brakes of automobiles, picked at 
random in Washington, D. C., to obtain data 
which will be used as the foundation for a uni- 
form national code regulating braking require- 
ments. The results of the examinations of the 
control apparatus of the motor vehicles will 
be sent to the annual congress of the National 
Safety Council, which will be held at Louis- 
ville, Ky., in September, and to the joint con- 
ference on street and highway safety, called by 
Herbert Hoover, Secretary of Commerce, 
which will be held at Washington in Novem- 
ber. Among the organizations interested in 
this movement to reduce the number of auto- 
mobile accidents are the National Safety Coun- 
cil, American Automobile Association, National 
Automobile Chamber of Commerce, American 
Federated Engineering Society, United States 
Chamber of Commerce, Society of Automotive 
Engineers, Asbestos Brake Lining Association, 
and the National Bureau of Casualty and Surety 
Underwriters. 

With a view to setting safe standards of per- 
formance, the Bureau of Standards has been 
making tests on automobile brakes for several 
months, using a new instrument known as the 
James Brake Inspection Decelerometer, which 
has been pronounced by Government officials 
and other engineers as the most accurate, con- 
venient and fastest method for determining the 
stopping rate of an automobile. It was designed 
by a Government official for use of police com- 
missioners, safety councils, motoring clubs, 
chambers of commerce and others interested in 
participating in the national brake inspection 
movement. 


WARS ON BAD PRACTICES 
Pennsylvania Commissioner to Drive Ques- 
tionable Characters Out of Insurance 
Business 
PHILADELPHIA, Pa., August 18.—A vigorous 
campaign has been started by State Insurance 
Commissioner McCulloch to weed out all per- 
sons of questionable charactér who are doing 
business or attempting to do business as insur- 
ance agents in Pennsylvania. The Insurance 
Commissioner discovers there is much deceit 
being practiced among alleged insurance men 
and accordingly he intends to make many 
arrests, if necessary, to stop these fake insur- 
ance men from making any further inroads 

into legitimate business. 

This action by Mr. McCulloch was caused by 
the insurance license of Edward W. Flynn, 
Philadelphia, being revoked August 4 because 
Flynn sent a check for $10 in payment of his 
license No. 6785 and the check came back to 
the State officials marked “no funds.” 
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INTER-SOUTHERN UFE BUILDING 


THE INTER-SOUTHERN LIFE INSURANCE CO. 
LOUISVILLE, KENTUCKY 
JAMES R. DUFFIN, President 


is a good Company 
CLEAN — STRONG — PROGRESSIVE 
Over $90,000,000 of business in force 











Over $15,000,000 


—in Plate Glass premiums were written 
last year. Yet, only a third of the in- 
surable plate glass is now covered. 


If you are looking for checks—check 
up on your plate glass opportunities. 


Write=us today for facts and figures 
on this very profitable casualty line; and 
for the address of our Branch Office or 
General’Agent in your territory. 


International 
INDEMNITY COMPANY 


CASUALTY INSURANCE 
Home Office: Los Angeles, California 
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THE ART OF SELLING 


A Practical Hand Book for the Use of Insurance 
and Other Salesmen 


By JOHN S. TUNMORE 


The author is an expert and successful general 
agent for one of the most conservative and best 
life insurance companies and in this work pre- 
sents many 


Actual Experiences in Selling Life Insurance 


He, With characteristic originality of style, explains the 
REASONS FOR AND PSYCHOLOGY OF VA- 
RIOUS METHODS OF APPROACH, CLOSING, 


and General Arguments for solicitation 
A Valuable Work for the Beginner or the Veteran 


Price, (in green silk cloth binding,) $1.50 


THE SPECTATOR COMPANY 
PUBLISHERS 


135 William Street 
New York 


Chicago Office 
Insurance Exchange 











Rockford Life 
Insurance Company 


WANTS MORE 
SALESMEN 


Home Office: Rockford Trust Building 





Good Openings for Representatives in 
Illinois, Minnesota, Iowa, Ohio, Indiana and Michigan 


Apply Francis L. Brown, Vice Pres.-Secretary 
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RECEIVER APPOINTED 





Interstate Casualty Company in 
Difficulties 





COMPLAINT BROUGHT BY VICE- 
PRESIDENT 


Holding Concern Recently Acquired Fifty- 


Seven Per Cent of Capital Stock 
Sr. Louis, Mo., August 19.—Federal Judge 
Reeves has Charles G. Revelle, 
former Missouri Supreme Court Judge, as re- 


appointed 


ceiver of the Interstate Casualty Company, 
incorporated for $1,000,000 under the laws of 
Alabama, on complaint of James D, DeBuchan- 
anne, vice-president and a director in the cor- 
poration. 

Mr. DeBuchananne, in his complaint, says 
he owns 23,500 shares of the 100,000 outstanding 
shares of stock of the company at $5 a share. 
He alleges in his complaint that the company 
has been grossly mismanaged and the entire 
business will be destroyed unless a receiver is 
appointed. 

The liquidation of the company, which con- 
ducts a general casualty insurance business with 
the principal officers in St. Louis, is asked for 
by Mr, DeBuchananne. 

Charges are also made by Vice-President 


DeBuchananne that $500,000 of the company’ 


stock was practically worthless because of de- 
preciation ¢ 1 by lack of co-operation among 
the officials and members of the executive com- 


mittee and stated also that the company had 


insurance policies with a face value of $700,- 
00 outstanding. It 


petition that the 


was also alleged in the 
officers made large loans with- 


out proper securities. It cited a deposit in the 


out proper securities. 


The « have appointed T. J. Hoolan 


legal adviser, to hle an answer to Mr. DeBuchan 
nes petition admitting the allegations and 
edit the appointment of a receiver with 


ble delay so that there may be no 

her loss through a continuation of the busi- 
ness. This was done by Mr. Hoolan. 
Mr. Revelle 


Was order € d 


whose bond was fixed at $50,000, 

the court to take immediate 
possession of all company’s property and to sell 
ll insurance py 


The orde 


re insurance while in hands of 


licies to other insurance compa- 


r prohibits the company from 





It was also added in the petition that ex- 
aminers of the Insurance Department of Ala- 
bama are demanding that the stockholders pay 
large sums of money before the company will 
ve permitted to continue operation and the 
fesignation of officers of the company is also 
demanded by the examiners. 


fiilpatric Case Is Boom for Surety Sales 
Hartrorn, August 18.—Hartford 
surety companies and agents expect that the 
Case of G. Harold Gilpatric, defaulting cashier 
* the Putnam National 
ot the State of Connecticut, who, it is alleged, 
attempted to commit suicide when he faced a 


Conn., 


sank, and treasurer 
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sudden revelation of his embezzlement of some 
$400,000 from the bank, will promote sales of 
surety bonds for banks and commercial houses. 
Such has been the experience of the past in 
similar cases. 

“There is no doubt that an affair like the 
Gilpatric case in Putnam has a tendency to 


bond 


Remington, vice-president of the 


stimulate the business,” said 
Charles H. 


A&tna Casualty and Surety Co. 


surety 


He added: 

First it startles the people. Then it starts 
them to thinking. Then, following that, it is 
bound to create an attitude on the part of the 
people of investigation to see if they are fully 
safeguarded not only from a monetary view- 
point but from the viewpoint of humanity. It 
is then that the attention of the people turns 
toward the surety bond as a crutch, or a sup- 
port, to overcome the effects of human weak- 
nees in business. 

Mr. Remington made it clear that he did not 
seek to capitalize to the advantage of his com- 
pany the Gilpatric affair, which he described as 
being very pathetic. 

Edward T. 


of Hartford, reported that already a number 


Pike and Edwin S. Cowles, agents 


of applications from Connecticut institutions 


have been received for additional surety bonds. 


BUILDING SOON READY 


New Home of Independence Indemnity 
3eing Rushed to Completion 

PHILADELPHIA, PeNN., August 18.—The 

new home of the Independence Indemnity 


Company, at the corner of Walnut and Fifth 
streets, is progressing fast these days. It has 
opposite Independence 
Square, in the shadow of America’s shrine— 
the Liberty Bell. 


paar 
the new 


an historic setting 


home of the Independence In- 


demnity will be eight stories high and con- 
structed of brick, 


sixth, 


steel and terra 


seventh and cighth 


concrete, 


my ry 
( ; 1 HN 


floors 


will be occupied by the Independence In- 


demnity. The first floor will be the new home 


of the Stokes, Packard, Houghton & Smith, 
widely known fire insurance agents. A num- 
] 


ber of other nationally known insurance com- 
panies and agents have spoken already for 
space in the new building. 

The structure will have daylight offices as 
it is a corner property and the historic square 
opposite additional air and light. The 
complexion of this noted ground is changing 
rapidly, as the new Public Ledger plant is 


21VeEsS 


being erected on the northwest side of the 
Square. On the southwest side is the home 
of the Curtis publications—Saturday Even- , 
ing Post and Ladies’ Home Journal, and on 
the southern side is the Penn Mutual Life 


headquarters. 


Grant Ramey Joins Pennsylvania Casualty 

Grant Ramey, cashier and chief license clerk 
of the Insurance Department of Pennsylvania, 
has resigned to become an officer of the Penn- 
sylvania Casualty Company. The resignation 
will take effect on September 1. 

Mr. Ramey has been connected with the Penn- 
sylvania Insurance Department for about twelve 


years, 
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Live Articles on Suretyship 

The fifth volume of the series entitled “Live 
Articles on Suretyship” has just been issued by 
The Underwriter Printing and Publishing 
Company. Like its companion volumes, this 
little book is well printed, nicely bound, and in 
subject matter rounds out and develops chrono- 
logically the record of rapid progress being 
made by suretyship among the newly expanding 
branches of the institution of insurance. 

The student of surety service to business in 
general finds in the contents of “Live Articles 
on Suretyship” a guide true to its name, being: 
thoroughly up to date. The utmost credence 
can be placed in the authoritative opinions of 
the contributing authors, who are unanimously 
outstanding figures in the insurance world. 

The book comprises 200 pages and is well ar- 
ranged. The forty-one articles, which originally 
appeared in the Weekly Underwriter, are 
erouped as nearly as feasible into their several 
classifications, thereby making possible appli- 
cation, by the student reader, to any special 
Printed upon a good 
grade of enameled paper, the pages are con- 
veniently turned and the book is pleasing to the 


aspects of suretyship. 


eye and easily readable. 


George L. Truitt Being Kept Busy 
Cuicaco, Irt., August 19.—George L. Truitt, 
manager of the 
Northwestern Casualty and Surety Company of 
Milwaukee, is overseeing the new branch office 
opened in Chicago and spends one day a week 
in that city at the present time. 


vice-president and general 
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We Invest 
eB % Locally— 
The income from your 
(Ez. territory is invested in 


FEZ /, VW, {/ your neighborhood. 


We carry an account 
with your local bank. 
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, You make our Com- 
ley pany a local institution. 
Write us for informa- 

tion and territory. 


wll R\ ! 
al 7) PO Nie armersana Bankers 
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H. K. Lindsley Frank B. Jacobshagen 


PRESIDENT SECRETAR 
J. G. Cutler a 


FIELD SUPERVISOR 
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They’ve Got the Goods OUR PLATFORM 


The platform we present to the public and to 
our ‘Standard Bearers’’ in the field is one of 














A commercial salesman with hundreds of service. Its planks are— 
items in his line, offers possibly only one to Cesta Uieash itibicttie time: 
this customer, and a certain few to another, Co-operation in working out field 
: : = : _ problems. 

according to his knowledge of what will ap Diclidhen sensed witie diibili. 
peal. But it takes all of them to arouse the Standard policies down to age 10. 
interest of all his customers. He must have pee SE Oe nen ae a 
the goods. Risk acceptance on sub-standard 

; ; on lives and on men engaged in hazardous 

A Peoria Life agent has the goods; partici- occupations. ; 
Prompt payment of claims. 


pating and non-participating policy contracts; 
double indemnity and income disability bene- 
fits, special policies for children, and insurance 
for women on equal terms with men; all the === oe 

staple plans, plus others with distinctively at- (LINK UF uP() Swira 1H O)LINCOLN) 


tractive Peoria Life features. 


Our field men have found that these liberal 
service einai have made it pay to 





He need never display all his wares to win 
one prospect. But having them all, he is 
prepared to meet any emergency, to satisfy 
any need. 


The Lincoln National Life 


Insurance Co. 
“Its Name Indicates Its Character” 


Peoria Life Insurance Company Lincoln Life Building, FORT WAYNE, IND. 


Peoria, Illinois. Now More Than $325,000,000 in Force 


























18 





Wi 
0 


E 
mot! 
and 
of | 
sinc 
the 
that 
weel 
plan 
ing 
staft 
roya 

TI 
that 
build 
of W 
pies 
betw 
to Ic 
Pent 
ing ¢ 
in O1 

Fr 
tion 
will 
subw 
Penn 
mina 
tubes 
Broa 
face 

Th 
athe; 
be in 
storie 
penth 
other 
buildi 
below 
going 

The 
of a 
limest 
face, 
the e 
the si 
floors, 
In 
rotunc 
avenu 
cross 
The 4 
and 
entran 
buildir 
Bottic 
The f 
The 
Passen 
Provis; 


hursday 








e of 


eral 


Life 


IND. 


orce 








August 21, 1924 


THE SPECTATOR 


Life Insurance 








EQUITABLE AGENTS MEET 


Qver 1000 Attend Society’s Sixty- 
Fifth Anniversary 








NEW BUILDING INSPECTED 





William Alexander Announces New Form 
of Income Policy—Forty-Five Million 
Dollar Producers Present 

Every five years, figuratively speaking, old 
mother Equitable gathers her own unto herself 
and holds a family pow-wow. In consideration 
of the fact that it has been sixty-five years 
since the Equitable Life Assurance Society of 
the United States was founded, the agents of 
that company were brought to New York this 
week and are being given instruction in the 
plans and aspirations of the company, are meet- 
ing and rubbing shoulders with the home office 
staff, and, not the least, they are being quite 
royally entertained. 

There is another reason for this meeting, 
that is, to show the agents the new home office 
building which the company will occupy, a cut 
of which appears herewith. This building occu- 
pies an entire block front on Seventh avenue, 
between 31st and 32nd streets. A better way 
to locate it is to say that it is adjacent to the 
Pennsylvania Hotel. It is now rapidly near- 
ing completion and the company plans to move 
in on October Io. 

From a transportation standpoint, the loca- 
tion could not be bettered, since the building 
will have direct connection with the west side 
subway, is only across the street from the 
Pennsylvania and Long Island Railroad ter- 
minals and is within a block of the Hudson 
tubes, the Sixth avenue elevated and the 
Broadway subway. There are also several sur- 
face car lines nearby. 

The building has been designed for use 
rather than for display, but its appearance will 
be impressive and dignified. It is twenty-two 
stories high and above this is a four-story 
penthouse for tanks, elevator machinery, and 
other apparatus. The highest point of the 
building is 391 feet above the street level, while 
below the sidewalk level are three basements 
gong to a depth of 47 feet. 

The material used for the exterior consists 
ofa Milford pink granite base, with Indiana 
limestone to the fourth floor level; smooth 
lace, gray brick, with stone sill belt course on 
the even numbered floors from the sixth to 
the sixteenth; stone sills only on the alternate 
floors, 

In the center of the building there is a 
rotunda with an arcade leading out to Seventh 
avenue, two stories in height, and a one story 
‘oss arcade leading to 31st and 32nd streets. 
The purpose of the arcade is to give ample 
and convenient access to elevators and 
entrances, which are the highways of a modern 
hilding. They will be paneled in semi-dark 
rae marble, with a base of red Levanto. 

€ floors will be of Travertine stone. 

The building is provided with twenty-four 
Passenger elevators, arranged in four groups, 
Movision being made in each group for two 


additional elevators. There are likewise two 
special elevators for private service, one rum- 
ning from the second to the eighteenth floors, 
and one from the sixteenth to twenty-secand 
floors. The elevators are of the most modern 
high-speed type, permitting very smooth 
acceleration and retardation, and accuracy in 
floor stops. Each elevator is provided with the 
latest type of flashlight call signals and position 
indicators. The car gates and the shaft doors 
will be operated by a pneumatic device so 
synchronized as to open simultaneously. 

The building will be equipped with penumatic 
tubes providing service for each of the 
Equitable floors. The tubes will facilitate the 
transfer of policies, applications and any other 
papers from department to department. 

The company will occupy some entire floors 
and parts of others, the organization being so 
distributed that expansion can take place read- 
ily without necessitating a rearrangement of 
departments. 

AT THE MEETINGS 

Meetings of the agents—there were well over 

a thousand present—were held mornings only, 


troduced as the next speaker William Alex- 
ander, secretary of the company, who has done 
much in furthering the great work of educating 
and training agents and in placing life under- 
writing on a professional basis. In his remarks 
Mr. Alexander called attention to another great 
advance step in which the Equitable is particu- 
larly interested—that of making the proceeds 
of a policy payable in the form of a monthly 
income when the insurance is taken for family 
protection. ~ «j 

The Tuesday meeting was featured by two 
things, one of them being the introduction of 
forty-five agents present who Had done a per- 
sonal business of over one million dollars dur- 
ing the past year—paid-for business, of course. 
They made an impressive sight, lined up on the 
speakers’ platform. 

The second was a short talk by John A. 
Stevenson, second vice-president of the com- 
pany. 

Other speakers were: Dr. J. V. E. Westfall, 
vice-president, who gave some very interesting 
statistics on the company’s business; Leon O. 





Hotel. Talks by vari- 
ous officers of the com- | 
pany on a variety of 


at the Pennsylvania as 


subjects made up the 
program. Frank H. 
Davis, agency  vice- 


president, conducted the 
sessions and was him- 
self a speaker. Great 
enthusiasm was shown. 

Opening the Monday 
session, President W. 
A. Day extended a wel- 
come to the rroo dele- 
gates, complimenting 
them on the splendid 
production of business 
which enabled them to 
qualify for attendance 
at the meetings, and 
told of the magnificent 
progress made by the 
Equitable during recent 
years, due largely to 
their efforts. President 
Day took advantage of 
the opportunity to thank 
the field representatives 
personally for the un- 
precedented tribute to 
him during the “Day 
Letter” campaign in his 
honor last April, which 
yielded $100,000,000 of 
insurance in ten 





new 
days. 

Agency Vice-Presi- 
dent Frank H. Davis 
then extended greetings 
in behalf of the agency 
officers and proceeded 
to the topic of the 
morning, “The Agent’s 
Responsibilities.” He in- 
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Fisher, second vice-president, who described in 
detail the features of the new building, and 
W. E. Taylor, agency vice-president, who spoke 
chiefly about the services performed by the com- 
pany’s general agents and managers. President 
W. A. Day also spoke briefly concerning the 
new building. 

W. G. Eisenhauer kept things moving be- 
tween talks by his singing. He is nationally 
known for his ability in this respect, having 
been a figure at many conventions of the Na- 
tional Association of Life Underwriters. 

The entertainment features consisted of at- 
tendance at an American League baseball game 
Monday afternoon and a tour of Coney Island 
Tuesday afternoon. The convention closed offi- 
cially Wednesday noon after life insurance for 
business purposes was discussed for a consider- 
able time and many ideas regarding its appli- 
cation had been brought forward. 


CHARLIE FERRELL’S “DEAD BOOK” 
Another Valuable Set of Selling Sugges- 
tions by William T. Nash 

Many so-called textbooks for life insurance 
underwriters offer theoretical suggestions re- 
garding methods of canvassing. Thousands of 
pages of type are filled with what some one 
thinks should prove useful in practice. In 
reality, however, proved systems of selling life 
insurance policies are few and are often so 
jealously guarded as to be withheld from the 
average agent. 

The Jeaflets of the famous series written by 
William T. Nash and published by The Spec- 
tator Company are not like this. All of them 
outline genuine sales plans which have sold 
thousands of dollars’ worth of insurance, and 
life agents everywhere know and avail them- 
selves of the assistance they furnish. The 
announcement of another leaflet of the Nash 
series will, therefore, be welcomed by hundreds 
of life insurance solicitors. 

This new leaflet, written by William T. Nash, 
is entitled “Charlie Ferrell’s ‘Dead Book’” and 
is not based on any fictitious situation, but is 
an interesting and lucid recital of fact. 
Throughout the short story, which is as in- 
structive to prospects as to the agent himself, 
are to be found selling suggestions of tried and 
proved worth. The methods used by Charlie 
Ferrell require only an ordinary understanding 
of the principles of life insurance, some slight 
experience, and intelligent application to put 
money in the agent’s pockets. 

What Charlie Ferrell has done, any life in- 
surance underwriter can do if he will follow 
the system as explained by Mr. Nash in this, 
his latest leaflet. As material to break down 
prospects’ sales resistance in advance, and then 
to be followed by a personal interview, the 
leaflet, “Charlie Ferrell’s ‘Dead Book,” will 
be found of great help. It will pave the way 


for the life underwriter and will make the 
final closing of the sale comparatively easy. 
The leaflet comprises sixteen pages and cover 
and may be procured at the following prices: 
Sample copy, 10 cents; 50 copies, $4.75; 100 
copies, $8; 500 copies, $35; 1000 copies, $60; 
5000 copies, $240; 10,000 copies, $450. 


GUY H. CRAMER CHOSEN SECRETARY- 
TREASURER 
Mutual Interest Life to Begin Writings 
Soon 
Omana, Nes., August 18—Guy H. Cramer 
secretary-treasurer of the 
Company, 


has been made 
Mutual Interest 
Omaha, Neb., being organized here by Edwin 
T. Swobe and a group of business men. 

Mr. Cramer has just resigned his position of 
credit manager for the J. L. Brandeis & Sons 
department store in Omaha. He held this post 
for five years, but prior to that time was one 
of the best known insurance men in Omaha. 
insurance business 


Life Insurance 


He was in the here for 
twelve years. 

“The Mutual Interest Life Insurance Com- 
pany will operate under an entirely new plan,” 
said Mr. Cramer. “It will issue a copyrighted 
policy which provides for periodical physical 
examination of the insured. The policyholder 


physical examinations is awarded the benefit 
of the saving in mortality thus effected, The 
idea is based on a practical demonstration of 
the effect of periodical examinations over a term 
of years, which demonstration showed a saving 
of from 17 to 63 per cent of the Ustal 
mortality.” 





Cleveland Life Agents’ Convention 

The Toremost Club of the Cleveland Li. 
Insurance Company, Cleveland, Ohio, is holding 
at the Cleveland Lif 
Country Club at Independence, Ohio, 6n Tues- 
day, Wednesday, Thursday and Friday of this 
week. The Country Club is located on a por- 
tion of the country estate of President Wm, H. 
Ilunt, who, at his own expense, converted and 
enlarged a farm dwelling for the purpose. The 
business sessions proper began yesterday with 
an address by President Hunt on “The Cleye- 
Life—Its Individuality—Its Character.” 


its annual convention 


land 
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who conserves his risk through periodical and will conclude Friday morning with 4 
IOWA BRANCH MANAGERS AND GENERAL AGENTS 
i Hoff Bros. Flying Squadron Lange’s Insurance Agency Dan Rogers 
2253 E. 4th St. 


407 Hippee Bldg. 

Des Moines, Iowa 

Chas. D. Hellen, City Mgr. 
526 Liberty Bldg. 

Des Moines, lowa 

J. Stuart Davis 

511 Mullin Bldg. 

Cedar Rapids, Iowa 
William Nelson 

Belmond, Iowa 


L. L. Hutchinson 


Leon, Iowa 


Abraham Block 

222 Sunderland Bldg. 
Omaha, Nebraska 

W. C. Johnson 
Osceola, Iowa 














902 Federal Bank Bldg. 
Dubuque, Iowa 


Drake & Tait 
409 First National Bank Bldg. 
Mason City, Iowa 


Waterloo, Iowa 


B. Frank Shane 
Ottumwa, Iowa 


H. M. Culbertsor 
Panora, Iowa 


S. C. Culbertson 
Jefferson, Iowa 


Wallace E. French 
First National Bank Bldg. 
Fort Dodge, Iowa 


A. H. Avery 
Spencer, Iowa 


C. H. Thomas 
Seymour, Iowa 


Stirlen & Furna 
Muscatine, lowa 


C. H. Kellogg 
Charles City, Iowa 


W. J. Kness 
Audubon, Iowa 


Alfred Morton 
Sioux City, Iowa 


Clarke & Grange! 


C. H. Mattox 

I. O. O. F. Temple 
Ames, Iowa 
Chas. H. Gelo 
Red Oak, Iowa 











Paid to Policyholders - Over $ 16,000,00 


A, C, T 


Insurance in Force - - Over $115,000,00 
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juncheon at the Hollenden Hotel. The home 


e was closed recently in order that all the 


offic 
company’s employees would be able to take part 
in the convention activities. The officers of the 


Cleveland Life’s Foremost Club are: W. Bi. 
Atteberry, president; Louis Tozser, first vice- 
it, and M. F. 


o% dns as > Nee -ECI( ‘ 
presidet Boice, 2nd vice-president. 


HART & EUBANK MADE MANAGERS 
To Handle 4&tna’s Life Department at 
New York Office 
15.—The Aé£tna 


Life Insurance Company announced to-day that, 


i 


Hartrorp, Conn., August 


beginning September 1, the New York office of 
the life department would be placed under new 


management, the succeeding firm to be known 


as Hart & Eubank. 
The personnel of the new agency will be: 
Hugh D. Hart of Little Rock, Ark., formerly 


a partner in the firm of Campbell & Hart, gen- 
eral agents of the “¢tna Life in that city, and 
Gerald A. Eubank of Detroit, until recently in 


charge of the Canada life office there. This 
firm will succeed that of Mowry & Reinmund, 
former managers of the New York city office. 
Mr. Mowry, who has been with the AZtna Life 
in New York for more than twenty-five years 
will retire. It will be recalled that Mr. Rein- 
mund, Newark, N. J., manager for nearly a 
quarter of a century, died suddenly last May, 
just a year after his transfer to New York city. 


Agents of Public Savings Hold Outing 

INDIANAPOLIS, IND, August 11—The an- 
nual picnic and all-day outing of the agents 
and superintendents of the Public Savings In- 
Company for the Columbus, Ind., 
Riverside 


surance 
district was held recently at the 
north of Columbus. Approximately 
sixty persons attended, the agents and 
superintendents being accompanied by their 
wives and families. Of the guests present 
none enjoyed the affair more than did Mrs. 
H. C. Hoffman, wife of Manager Hoffman. 


Grove, 














00,00 
00,00 





\.C. Tucker, President 


ve Prestige in Its Home State 


A successful business institution operating 
in twenty states of the Union should carry 
the endorsement of its own home people. 
The citizens of Iowa have stamped their ap- 
proval upon this aggressive company. 
$42,500,000 of the Royal Union’s business— 
which is in excess of one-third its total busi- 
ness in force—is upon the lives of Iowa men 
Approximately $1,000,000 of 
this amount was secured in June by our 
splendid Iowa agency organization. 


and women. 


ROYAL UNION LIFE 


INSURANCE COMPANY 








Over 











Des Moines, Iowa 


Wm. Koch, Vice President 


D. C. Costello, Secretary 
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SUIT FILED 


Policyholders of Fraternal Aid Union 
Take Action 








DEMAND AN ACCOUNTING 





Advisory Board Says Move Is Made by 
Disgruntled Members 

Topeka, Kan., August 20.—A suit has been 
filed in the United States District Court in 
Topeka, by policyholders of the Fraternal Aid 
Union of Lawrence, Kan., demanding an ac- 
counting and that the members of the advisory 
board stop collecting the fees now allowed them 
and pay back any excess allowances. 

The suit was filed by Patrick J. Hodgins, 
John R. Murphy and Charles W. Harger, all 
members of the order in Kansas City, Mo. It 
was directed against J. N. Dolley of Topeka, 
president of the Union; T. J. Sweeney, Law- 
rence, treasurer; Frank L. Bishop of Denver; 
William MHartray of Chicago; William F. 
Hearne of Oklahoma City, constituting the ad- 
visory or executive board of the organization. 

It is charged that these members have been 
receiving one hundred dollars a month while 
serving on this board and that not more than 
three days a month are actually required for 
the transaction of the business of the associa- 
tion. It is charged that these fees were voted 
without proper notice to the members and with- 
out the proper changes in the by-laws and 
constitution of the society. 

The petition also points out that the income 
of the society for the period from January 1, 
1922, to August 31, 1923, was $882,141.81, while 
the expenditures for all purposes were $1,201,- 
739.69. 

The petition asks for the appointment of a 
special master by the court to make an account- 
ing of the society’s affairs and determine its 
real financial condition. 

The members of the advisory board met at 
Lawrence shortly after the suit was filed and 
issued a statement declaring that those who 
brought the suit were disgruntled members who 
had failed of being elected to offices in the so- 
ciety or friends of those who had failed and 
were out seeking to stir up trouble. 

The Fraternal Aid Union is one of the largest 
of the fraternal societies in the country. 
Through the various mergers the society has 
grown to more than eighty thousand members 
and has been regarded as on a sound financial 
footing in recent years. 





WANTED 


Life insurance salesman with con- 
siderable experience and connections 
which will produce a large business, 
desires a general agency contract on a 
strictly commission basis with a lead- 
ing life insurance company operating 
in New York City. Address, Solicit- 
or, care of THE SPECTATOR, Box 
1117, New York City. 
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A Wider Field— 
An Increased Opportunity Because We Have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on a variety 
of Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-Annual or Quarter- 
| z- ly Premium plan. 
“0.6.L.BUILDING. Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Monthly Disability Income features for | _ so | 
Males and Females alike. ADAMS ST. _ 
Standard and Substandard Risk Contracts, i. e. less work for nothing. | Continents! | 5) Chicago | [ 
| Commercial | > Stock fe) 
We have openings in Ala., Ark., Dela., D. C., Fla., Ga., IIl., Ia., po OS OM |) conn > ve 
Kans., Md., Mich., Minn., N. M., Okla., S. D., W. Va. a QUINCY ST. Am ge I. 
Old | Fed- Illinois 4 sa Stat 
Colony] eral | w = 
THE OLD COLONY LIFE INSURANCE COMPANY = Ei. 5) echene nor 
= on ° 
of CHICAGO, ILL. JACKSON BOUL. ular 
B. R. NUESKE, President Insurance nie | | A 
The Company has its Home Office in its own building at 166 W. Jackson Blvd. running through — Trade - 
to Quincy and Wells Street, right in the heart of Chicago’s Financial District. mak 
tion: 
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z Agents are constantly realizing the Se 
i wisdom in selecting the National Life Ee ‘ 
E line of policies, whereby they are E 4 Bs 
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The Conservation of Business 


J. Scofield Rowe, vice-president of the United 
States Fidelity and Guaranty Company of Balti- 
more, recently made some timely observations 
on “Conservations” generally, but with a partic- 
ular slant from an insurance viewpoint. 

Among his very pointed remarks, Mr. Rowe 
said: “It is becoming increasingly difficult to 
make the premium dollar cover policy obliga- 
tions and have enough left to pay the cost of 
production and administration.” 

Naturally when Mr. Rowe spoke of cover- 
ing policy obligations, he had casualty insur- 
ance in mind. In life insurance the hazard of 
mortality is so well fixed that the premium 
dollar may always be depended upon to take 
care of the liability. Fluctuations simiiar to 
that caused by the influenza epidemic of 1918 
are not frequent, and when they do occur, the 
enormous surplus resources of the companies 
are sufficiently adequate to absorb the occasional 
spurt without jeopardizing the solvency of legal 
reserve life insurance. 


PRoDUCTION AND ADMINISTRATION 

The cost of production and administration in 
life insurance, as in casualty insurance, is in- 
determinate. The factor belongs on the X side 
of the equation. Companies do attempt to ap- 
proximate it in the “premium dollar” which in- 
cludes loading, but actually it is never possible 
to do so entirely. They must depend to some 
extent on savings in mortality and excess in- 
terest. 

The present tendency is unquestionably to re- 
duce premiums. The great non-participating 
companies are stripping their rates almost to 
skeleton. Their actual charge for insurance in 
some cases is the tabular rate without loading. 

The pressure of competition forces the 
participating companies to do the same thing 
in effect. They are increasing their dividend 
scales to meet the low cost of stock nsurance. 
Actually they are in the same position as the 
non-participating companies. 


The interest earning power of money is gov- 
erned mainly by the demand. If anything, the 
rate is more likely to vary than mortality rates. 

Casualty companies have the advantage of life 
companies. Their contracts are written for a 
short term of duration. Their premium dollar 
may be adjusted to meet a corresponding rise 
in their expense ratios. Life insurance con- 
tracts are written at a rate that cannot be varied 
during the continuance of the contracts, run- 
ning many years into the future, except in the 
case of participating companies. [ven then, 
the reduction of dividends is always a serious 
matter. 

With a lessened net income from each thou- 
sand dollars of liability contracted for there 





Epitor’s Note—This article was pre- 
pared by an cxecutive connected with the 
honie office of a prominent company. Be- 
cause the views expressed are his own, 
and are not representative of his com- 
pany’s theories, he prefers that his name 
nanie be withheld in order to avoid mis- 


understanding. 











must be a corresponding offset if the solidity 
of American companies remains unchanged. It 
would be expected that the high order of man- 
agerial ability which is charged with the con- 
duct of life insurance in this country would 
readily perceive the necessity for this, and it 
has. Conservation is the hue and cry of the 
day. 
Vartous PHASES OF CONSERVATION 

There are, of course, many phases of con- 
servation. The subject is rather too large to be 
treated elaborately in a single article. The 
present one will confine itself to a discussion of 
salvaging the waste in new issues. Other 
papers may appear later dealing with other 
aspects of conservation. 

The question of reducing the number of 
“optional” or “additional” policies returned as 
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not taken may be passed over with very little 
The attitude of different companies 
One com- 


comment. 
varies considerably on this point. 
pany may encourage its agents to order out 
optional and additional policies with applica- 
tions as an aid to selling larger amounts of 
insurance. Such a company will not likely find 
fault with its field force because many such 
extra policies are returned to the home office 
undelivered. 

Another company may take the contrary view. 
Roughly, it costs one dollar to issue a policy, 
not including overhead at the home office. A 
large number of extras sent back for cancella- 
tion will represent a considerable item of actual 
expense during the course of a year. If the 
agent is called upon to pay the cost of issuing 
extra policies, he will be cautious in making 
requests for them. 

Consequently, the discussion of this point is 
of relatively small importance, because its con- 
trol is easily within the scope of managerial 
providence. 


THE Poticy Wuicu Is Nor Issuep as 
APPLIED FOR 

The real waste in first year business comes 
from the class of new insurance which is not 
issued as applied for, and which the agent is 
unable to deliver. This waste has grown of 
recent years with the development of substand- 
ard insurance. Some company executives have 
frankly admitted that the salvage of business 
has not fully measured up to their expectations. 
A few of the foremost and otherwise progres- 
sive companies will not consider substandard 
risks. 

There is unquestionably a reasonable profit 
for companies equipped to write substandard 
risks, and a very considerable profit for the 
agent obtaining the business, if it is properly 
handled. A long step in the right direction is 
the efficient training of agents to sell substand- 
ard. 
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It seems strange, with the advancement that 
the last decade or so has brought in the educa- 
tion of agents, that so little attention has been 
given to the subject of substandard insurance. 
It is true that the tendency in modern sales- 
manship methods has been to emphasize selling 
protection rather than a particular policy, but 
when an agent has worked up a perfect program 
of protection, and has persuaded the prospect 
to buy it, and the company sends down a rated 
policy for delivery, then he is forced to sell 
a policy, and to sell one that his client does not 
want, 


TRAINING AGENTS TO SELL Ratep POLICIES 

It would be academic sophistry of the rank- 
est variety to suggest here that the subject of 
selling the “issued other than applied-for pol- 
icy” should be given a place on the program 
of a sales congress. Different companies have 
adopted different methods of rating below nor- 
mal risks. The agents of every company issu- 
ing substandard should be throughly schooled 
in its methods of treating such business. They 
should be taught the strong points of the com- 
pany’s policies so they can present them logic- 
ally to policyholders on occasion. The com- 
pany convention, or agency conference, offers 
the proper opportunity for such training. 

Some agents, otherwise perfectly loyal, con- 
ceive unfounded prejudices against their own 
companies, regarding them as illiberal with re- 
spect to certain impairments. Once they. get 
the impression that a prospect has a particular 
impairment, they will shop around among other 
offices in an effort to broker the business, with 
a resultant loss of time, perhaps a disappoint- 
ment in the end, and a certain curtail in commis- 
sion, as the office handling the business will 
properly insist on a take-out for brokerage. 


SHOPPING A Risk ArouND Is WASTEFUL 

Underwriting practices unquestionably do 
vary, but in the long run the agent who offers 
his own company all of his business first will 
not suffer. 

Minor Morton, an agency executive of long 
experience, and one who has contributed a num- 
ber of timely articles to THE SPECTATOR, very 
correctly pointed out a few years ago that 
every company wants all of the desirable busi- 
ness it can get. Again the pressure of com- 
petition is seen. It will actuate the underwrit- 
ing department to make as liberal an offer as 
safety and the company’s experience will war- 
rant. 

According to a prominent medical director, 
the agent who does not submit all of his busi- 
ness to his own company first is passing on his 
own risks. This is not the agent’s prerogative, 
and furthermore, he is not equipped by training 
to exercise it. 


PoLICyHOLDERS’ SERVICE BuREAUS 
A number of companies have established pol- 
icyholders’ service bureaus. A part of the 
service undertaken consists of sending letters to 
all persons applying for insurance. When free 
health tests are offered to old policyholders, the 
service bureau tenders advice in cases where it 


is deemed necessary. Would it be going too 
far for a company to write a friendly letter, 
personally signed, to the applicant who has 
been rated, advising him of the action taken 
by the company, and in certain cases giving the 
reason? 

The nature of a few impairments will pre- 
clude such a course. Companies can not take 
the risk of divulging or even hinting at certain 
confidential information that has come into their 
Besides, it would only do harm, as 
the nature ot the information would give offense 
to the applicant. But, when the rating has been 
imposed because of weight, build, occupation, 
etc., the applicant would not take umbrage at 
a friendly letter. 
fused insurance or has been rated up, nearly 


possession. 


The man who has been re- 


always harbors resentment; he feels that he has 
been discriminated against. A courteous com- 
munication from the company will palliate this 
feeling in many instances, and will aid the agent 
in delivering the policy. 





Life Insurance Fables 
The two books of Fables by William Alex- 
ander, one for the man in the street and the 
other for life underwriters, are attracting so 
much attention that the readers of Tur Sprc- 
TATOR may be interested in the following facts 
developed during an interview with the author. 
The aim in one case is to give life under- 


writers an “entering wedge” that may awaken 
the interest of their prospective clients. The 
aim in the other case is to warn life under- 
writers against the blunders that retard the 
progress of incompetent agents, and _inciden- 
tally to furnish them with effective selling 
points. 

Although these fables are intended to amuse 
the reader, they have been framed with a 
serious purpose. 

Many a true word is spoken in jest—not for 
the sake of the jest, but because kindly humor 
takes the sting from reproof. 

Many lessons can be taught by fables that 
might give offense if offered directly. 

You can’t insure a man who is in an jf 
humor. Nor can you put him into a good 
humor by telling him that he has neglected 
his duty. 

He knows that he must die, but he does not 
like to dwell upon the thought. 

He knows that he should save, but the sub- 
ject is an irritating one because he has often 
tried to save and has failed. 

He knows that he should protect those de- 
pendent on him, and he means to do it, but 
he wishes to postpone action until some more 
convenient season 

Now, the agent while trying to lead his 
client in the right direction often rouses his 
opposition by too abrupt an appeal. So, the 
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Economy and Safety 


Our National Title Insurance Policies not 
only reduce overhead by eliminating the re- 


examination of real estate titles, but are added 


Write for details. 


NEW YORK 
TITLE AND MORTGAGE 
COMPANY 


135 Broadway, New York City 


Capital Funds over $11,000,000 


AMERICAN TRUST COMPANY 


Affiliated with the 
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iwaken 
The 1920, the work having been in charge of a com- 
~_ mittee and the investigation of material being 
‘ Pi Pi tt P made by Messrs, Elderton and Oakley, with the 
iciden- b h iscaial ae ‘ ; 
sellin l S urs ° a. assistance of C. W. Winstanley and I. Barnett. 
8 The method of gathering and handling the 
s - e . 
; General Agency of a Pennsylvania Company matter is described and tabulations are pre- 
ge sented. The tables deal separately with female 
vith a Territory unsurpassed and large enough for an annuitants and male annuitants, and present 
em unlimited production. rates of mortality for different age —_ and 
humor Contract as good as the best, with exclusive periods of \davation): shy SMES een ee 
rights the experience of nearly 52,000 original entrants 
: e P covering over 524,000 years of exposure for 
S that Lrg commer, lanes a nag tem females, and about 20,000 original male entrants, 
, pone 4 an agenc Address v with about 180,000 years of exposure. Tables 
wis Y ‘ y: of mortality functions, both select and ultimate, 
goor ? wapene ce ae ee ee 
decked Exclusive, care of THE SPECTATOR at various rates ot interest are given, for 
females and for males. There are also tables 
- of joint life and last survivor annuities for two 
-“ : females, with similar tables for two males. 
book of Life Insurance Fables for the Man in curiosity of the busy man may be awakened, here are also joint life and last survivor an- 
B st the Street is offered as an indirect method of and although he may not stop to read the book nuity tables for male and female lives of equal 
often approach—to break the ice—to induce a_ while at his office, he may carry it into his ces both select and ultimate. at various rates 
friendly spirit. A copy of the book may be home, and his wife may carry it into her  .¢ interest, and tables for joint life annuities 
se de- given or sent as a humorous trifle, without nursery, where the children will ask the mean-. ... shree fives of equal ages, for females and 
t, but any suggestion of criticism or reproof. Or, a ing of the pictures. Then the wife may read ‘ow aaa 
more letter calling attention to a particular fable the fables, and the seeds which fall mto her This work represents a vast amount of re- 
may be sent with the book, and may awaken mind may take root. search, and embraces 207 pages, bound substan- 
id his serious thought. This though: may take root snenenuanceenetnsieen tially in cloth. It is for sale by The Spectator 
es his and sprout, thus clearing the way for the The Mortality of Annuitants, 1900-1920) (. Oo oony at $16 per copy. 
0, the serious consideration of an insurance proposi- Under the above title, Charles and Edwin ; Seid = 
tion when the agent meets the prospect face Layton have published on behalf of the Institute August Is Policyholders’ Month 
saat to face. of Actuaries and the Faculty of Actuaries in The Security Moti Lite Inmet 
Some seeds have wings, and, floating before Scotland, a book containing investigations and pany Pe er ea ee August as 
the wind, find lodgment and bear fruit in dis- tables by W. Palin Elderton, C. ne ep and HM. policyholders’ month and is making a special 
tant places. The lessons taught in this little J. P. Oakley, M. C.,, Fellows of the Institute of — qriye for desirable new business. 
book are given lightness by the quaintness of Actuaries. 
fable and the humor of illustration, and may The particulars relating to the mortality of 
thus travel far and find lodgment in places  annuitants were obtained from some fifty com- 
which might otherwise be inaccessible. The panies, and covered the experience from 1900 to 
LIFE UNDERWRITERS sail 
Le BY WILLIAM ALEXANDER & 
13. The Woodpecker and the Peacock f’ 
Agent Woodpecker said to Mr. Peacock of Prospect Park, “I see that 
all the members of your family are well dressed and enjoy every luxury, 
but what provision have you made for their future?” OF NEBRASKA 

‘ 99 . Lo . 

Oh,” replied Mr. Peacock, “I’m in clover. I can always take care of N. W. Cor. 15th & Dod 
myself and those dependent on me. I don’t need the help of any life insur- - W. Cor. Ist oage 
ance company.” selina 

Soon after that Agent Woodpecker moved from Prospect Park to Cherry OMAHA, NEBR. 
Valley. But three years later he paid a visit to Prospect Park, and saw at 
a distance Mrs. Peacock in deep mourning, followed by her children. 
And he noticed that they all looked pale, and thin; that the mother’s 
clothes were shabby, and that the children were almost in rags. ee _— 
“No one need tell me what has happened,” said Agent Woodpecker, orig eo oe 
M ecy? z ’ MN . . 1ce= Ss. 
with a sigh, “I’m afraid I’m to blame. If I had been more persistent perhaps pe pie : - 
. . na 
I could have averted this tragedy.” ae Sse 
APPLICATION: 
ee e . . . . 

Little children show by their dress and behavior the care they receive 
athome. Little orphans show by their condition whether or not their parents 
had the wisdom to insure.” 

an _ N. ii.—This series cf Insurance Fables for Life Underwriters has been published in book form. Mail 
” cents for a sample copy. Liberal discount on quantity orders. 
Copyright, 1924, by The Spectator Company, New York. axl 
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Selling Life Insurance in Summer 


By Frank H. WILi1aMs 


Have you, Mr. Life Insurance Salesman, ever 
been up against the following sort of a proposi- 
tion? 

After careful preparation and considerable 
study you call on a live-wire prospect who 
should be in the market for a very considerable 
amount of insurance. You put your cards on 
the table, you train your big guns on the pros- 
pect and you tackle the proposition in the way 
that seems most likely to bring success. 

But—the prospect’s attention wavers. He 
adjusts the electric fan so as to get more of a 
breeze on his fevered brow, he thumbs through 
the fishing-tackle catalogue on the desk in front 
of him and, finally, with an absent sort of an 
air, he says something like this: 

“I wonder how the fishing is up in Idyllwild? 
Have you heard anything about it lately?” 

All of which is just about the same thing as 
for you to run at top speed smack up against a 
stone wall. 

It’s hard, sometimes, to sell life insurance in 
the summer-time, when the prospect on whom 
you are calling is thinking about vacation and 
is tired of business details and business prob- 
lems. It is hard to put across sales when the 
prospect, after hearing your story clear through, 
although he is evidently bored, says something 
like this: 

“Yes, I guess you’re right—I guess I should 
buy some more life insurance. But I don’t 
want to be bothered about it now. Come around 
in the fall and I may talk business.” 

But though it is hard to sell life insurance, 
at times, during the heated term of the year, 
it can be done and is being done and always 
will be done. 


MetHops USED 
How, then, do some of the successful life in- 
surance salesmen who keep their sales right up 





A Company with Friends 
Everywhere 


The agent who is selling insurance in 
this Company, which for seventy-three 
years has been rendering unexcelled 
service, does not work alone. Wherever 
he may be, he finds enthusiastic friends 
ready to help him by testifying that there 
is no better company in the land than the 
old Massachusetts Mutual. Its enviable 
record for service and the low net cost of 
the protection furnished make a combina- 
tion that assures success to any real 
worker in the field. 


JOSEPH C. BEHAN, 
Superintendent of Agencies 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts 


Incorporated 1851 











to the regular volume in hot weather as well 
as in cool, manage to do so? 

Here are the methods employed by some such 
super-successful salesmen as told by them- 
selves : 

“Tackle men just before they go on their va- 
cations.—'I’ve found,’ said one particularly suc- 
cessful life insurance salesman, “that whenever 
a man makes a distinct break in his regular 
routine and starts out for new country, such a 
time offers a splendid opportunity for me to 
put a sale across. So, accordingly, I make a 
practice each summer of getting in touch with 
as many particularly good prospects as possible 
just before they start on their vacations and to 
each of such men I give a talk like this: 

“*VYou’re going to have a good time on your 
vacation, of course. But, there’s no telling 
what may happen while you are away from 
your regular life. There's no use in being 
pessimistic, but there’s also no use in shutting 
our eyes to the fact that drownings may occur 
on vacation trips, and that amateur hunters may 
shoot you and that numerous other accidents 
may happen to you. So it is evident that if you 
want to have the best possible sort of a time 
on your vacation, you should provide yourself 
with an adequate amount of life insurance be- 
fore starting. If you'll sign this application 
now, we can have your physical examination at 
once and put the whole thing through before 
you start.’ 

“This line of talk hardly ever fails in making 
a very deep impression on the prospect and so 
it results in the making of numerous saies 
which, otherwise, would not be made. 

“A man who is preparing for his vacation is 
generally more in the mood for doing things, 
it strikes me, than the man, who is just slipping 
along in the regular routine in an off-season. 
That’s why, in my opinion, it is such good busi- 
ness to try and sell life insurance to a man 
just before he starts on his vacation.” 

Emphasize comparative ease of passing 
physical examinations in the summer months.— 
“I’ve noticed,” said another enterprising life 
insurance salesman, “that, during the summer 
months when the average man gets outdoors 
more than he does any other time during the 
year and when he sweats more and when he 
eats less and gets more fresh air, he is gen- 
erally in better physical condition than in the 
dead of winter, when he is housed most of the 
time and when he wears heavy clothing, over- 
eats and oversleeps. 

“So in my summer-time selling of life insur- 
ance I have found that it pays me to bring 
these facts to the attention of my prospects. 


SUGGESTION FoR Use oN Prospects 
“When I get in touch with some alert pros- 
pect who is getting outdoors a lot and enjoy- 
ing himself, I say something like this to him: 
“You're in good physical condition, that’s 
evident. Your eyes are bright, you have a good 
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color and you are more alert than you wer 
when I saw you this winter. The outdoor life 
you are now leading seems to be the best sort 
of thing for you; and it strikes me that right 
now, when you are in the pink of condition, 
would be a splendid time for you to take on 
some more life insurance. It looks to me a 
though you could go through any physical 
examination swimmingly right now, while, back 
in the winter, they might not have found you 
in such good condition and might have foung 
it necessary to rate you up.’ 

“Of course, every man is delighted when he 
is told that he is in fine physical condition, §o 
this sort of thing always pleases the prospects 
and makes them feel kindly toward me. And 
as they realize the truth of what I’m telling 
them, this combination of pleasure in what | 
say to them and knowledge that I’m speaking 
the truth, makes them feel like acting on my 
And I know that because of tak. 
ing this angle with many summer-time prospects 
I have made numerous sales which would not 
have been made had any other argument been 
used.” 

Use the arrival of summer as a method of 
showing how fast time flies and of showing 
necessity for quick action in getting life insur- 
ance.—‘In the dead of winter when the cold 
season seems interminable, it is rather hard to 
make a man realize that time is simply racing 
by and that he should get some life insurance 
before it is too late,” declared another energetic 
life insurance salesman. “But in the short sum- 
mer season it is easy enough to make prospects 


suggestion. 





my 


Men capable of closing 
business and training new 
agents or devoting entire 
time to writing new 
business can secure good 
positions with the under- 
signed company on very 
favorable terms. When 
writing give full details, 
past history and refer- 
ences. 


We 


STANDARD LIFE 
-INSURANCE CO. 


716 Locust St., 
St. Louis, Mo. 
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realize this fact and to cash in on their realiza- 
tion to the fullest possible extent. 
A SUCCESSFUL APPEAL 

“In selling life insurance to prospects during 
the summer months I often put up this sort of 
an argument : 

“Jt’s great to have summer here again, isn’t 
it? It hardly seems any time at all since last 
summer, does it? But time flies so fast it will 
be only a very few weeks until summer is gone 
and winter is with us again. There is never a 
time in the year when time flies so fast for me 
as it does in the summer months. Then’s when 
I realize that the years are creeping up on me 
and that it won't be such a very long time until 
I’m an old man. 

“(Time is flying fast for you, too. You're a 
year older now than you were last summer and 
when you buy insurance this summer you'll have 
a higher rate for it than you did last summer. 
If you didn’t buy life insurance this year and 
didn’t buy any next year and so on for a few 
years, you'd soon find that the rate was very 
high and, shortly, you’d discover you were be- 
yond the insurable age. 

“Right now, when you realize to the fullest 
possible degree just how fast time flies, is the 
very best time of all for you to purchase life 
insurance. There will never be a better time 
for you to purchase life insurance than right 
now and you will never be able to get it any 
cheaper than you can get it to-day.’ 

“This line of talk generally makes ’em sit up 
and take notice and is a big help to me in mak- 
ing sales.” 





Peoples 
Life 
Insurance 
Company 


Frankfort, Indiana 


$2,878,546.00 on Deposit with the 
Indiana Insurance Department 


$411,739.90 Surplus Protection to 
Policyholders 


$38,000,000.00 in force 


NEW STANDARD POLICIES, LOW RATES, 
DISABILITY CLAUSE, DOUBLE INDEM- 
NITY PROVISION, MONTHLY INCOME, 
GUARANTEED SETTLEMENTS. 


Insurance 


TERRITORY OPEN IN 
INDIANA, OHIO, ILLINOIS, MICHIGAN, 
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A few top notch contracts to Insurance 
Producers with experience, character and 
ability. Address the Company. 











Classifications of Reasons for Life Insurance 


The different kinds of protection that may 
be sold to persons variously situated, giving the 
chief reasons for life insurance protection tor 
them, are as follows: 


THe Marriep MAn 

To provide maintenance for wife and family; 

To pay the mortgage on a home; 

To continue the common school education of 
the children; 

To provide a college education; 

To provide a dowry for a daughter; 

To provide an independent income for an 
aged parent or other dependents; 

To provide a life income for several mem- 
bers of the family; 

To provide an income for himself and family 
in case of total and permanent disablement; 

To provide double indemnity in case of ac- 
cidental death, especially important, before 
taking the full amount of insurance planned. 


THE Younc Man 

To help repay his parents for all that they 
have expended on him during his immature 
years; 

To start a savings fund and create an estate; 

To obtain insurance at the lowest possible 
cost; 

To assure himself of an income in case he 
became totally and permanently disabled ; 

To protect an educational or other loan made 
to him. 


THE WaceE-EarNING WoMAN 
To start a fund for her middle age or old 
age; 
To provide for a mother, or sister, or father, 
or other dependents ; 
To provide an income if she should become 
totally and permanently disabled. 


THE WoMAN OF MEANS 

To provide tax money and for the cost of 
administration of her estate; 

To endow a philanthropic, or educational, or 
religious organization; 

To reward a faithful servant or friend; 

To provide herself with an unfailing income 
in her old age, lest perchance her fortune should 
be lost. 


Tue Mippite-Acep CouPLe 
To provide an unfailing income for their 
old age, to last until both had departed. 


THE CoRPORATION 

To provide itself against the loss or destruc- 
tion which might be caused by the dying at the 
wrong time of its foundational or other valuable 
man ; 

To supply collateral for an indebtedness; 

To create a sinking fund for the retirement 
of bonds at maturity, 


THE PARTNERSHIP 
To supply money for the reinforcement of 
credit if a partner should die; 
To supply funds for buying out the widow’s 
interest. 
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THe MAN oF MEANS 

To supply money with which to pay inheri- 
tance taxes and administration costs; 

To endow a philanthropic, educational, or 
religious organization ; 

To reward faithful servants or friends; 

To provide an income for aged, invalid, or 
other dependents. 


PHILANTHROPY 

Graduating class of a college, for the bene- 
fit of the college; 

College fraternity, for benefit of the college; 

Church, insuring pastor for his family’s bene- 
fit ; 

Church, insuring individual members for the 
benefit of the church; 

Hospital, library, etc., directors or others, 
for benefit of the institution. 





Promotion for B. T. Bent 

Hartrorp, Conn., August 18—Bartlett T. 
Bent, chief clerk of the group department of the 
Travelers Insurance Company since 1919, has 
been promoted to be assistant to Assistant 
Secretary Daniel A. Read. Mr. Read has 
charge of the entire office force of both the 
Travelers Insurance Company and the Travel- 
ers Indemnity Company. Mr. Bent has been 
with the Travelers fifteen years, with the ex- 
ception of two years in the army during the 
World War. He received many gifts from fel- 
low workers in the Travelers. 





North American 
National Life 
Insurance 


Co. 


Omaha, Nebraska 





Under new management this 
company is making rapid prog- 
ress and is in position to offer 
liberal 
tracts. Our Disability Clause is 


General Agency Con- 


a wonderful sales closer. 


Address for further informa- 


tion: 





F. J. Uehling, President. 
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Why I Became, and Have Remained, a Life 


Insurance Man 
By A. E. Lawson 


3ut for a few years apprenticeship in the art 
of selling life insurance, whilst holding the 
position of manager of a branch bank, I would 
probably never have been led, twenty-two years 
ago, to forsake the calling of banking. The 
opportunity thus afforded me, in a part-time 
capacity, of observing the possibilities of a 
business plainly destined to take so large a 
place in the economic expansion of the Domin- 
ion, established in me a_ conviction, 
strengthened with the passing of the years, that 
there was no occupation in Canada (that did 
not involve the investment of capital) which 
held out anything like the promise of as large 
return for the effort given, as did the proper 
selling of life insurance. It was, therefore, a 
confidence in the future of the business and a 
keen ambition to share in its greatness that led 
me to adopt it as my life’s work. 


since 





An address delivered to-day before the Life Under- 
writers Association of Canada, in session at the Fort 
Garry Hotel, Winnipeg. 


$3,347,721,000 AT RisK IN CANADA 
When that fortunate decision was formed, 
twenty-two years ago, there was $463,769,000 
of life insurance at risk in Canada by federally- 
licensed companies alone. That was considered 
a record to be proud of. On December 31, 
1923, there was $3,347,721,000, indicating an 
expansion beyond all reasonable expectation, 
and affording warrant for faith in a stupendous 
development in the years to come. Surely such 
figures leave no room for doubt as to the 
chances for success in life insurance as an oc- 
cupation. The same evidence must have im- 
pelled most successful underwriters, as well 
as a host of others, to prefer it to all other 

pursuits that make up the world’s work. 


Wirth One Company Over Twenty YEARS 

Why, then, have I remained a life insurance 
man? If such a thing as a more hopeful busi- 
ness, to which my allotment of talents might 
have been better adapted, could have presented 





cannot ignore. 


the seasoned veteran. 
they give 


Chicago 





SOMETHING BRAND NEW FOR THE LIFE AGENT 





INSURANCE FABLES 
For the Man in the Street 


and 


For Life Underwriters 
By WILLIAM ALEXANDER 


Kindly humor ‘‘puts over” many arguments which would otherwise fail; and truth, 
spoken in jest, is often more effective than serious discussion. 


In these two new books, William Alexander, the noted educational writer and secretary 
of the Equitable Life Assurance Society of the United States, has set down original and 
convincing reasons for taking out life insurance and keeping it in force. 
story is told in such a clear, instructive manner that the moral is at once apparent.{ 


Fables for the Man in the Street carry their messages to the prospect in a fashion he 
They are clever and vastly entertaining and, at the same time, neglect 
no opportunity for emphasizing the benefits of life insurance. 
by a route otherwise impossible, and his attention is concentrated and held in favor of the 
life insurance agent and the policies he has to offer. 
the wife and children as well as other members of the prospect’s family, thus frequently 
exerting an influence in quarters which the agent himself could not approach and often 
selling the idea of life insurance while the head of the house is away. 


Fables for Life Underwriters, by inference, teach the agent what to avoid in talking 
with the prospect as well as what points to lay stress on. 
sales ammunition with which to score a hit, and are of equal value to the new agent and 
Their amusing language takes the sting out of the sound advice 


The first booklet entitled, ‘‘Fables for the Man in the Street”, is already off press and 
the second, called ‘“‘Fables for Life Underwriters,’ will shortly be published. 
latter book is intended for the instruction of the agent. 
agent and the prospect to “laugh and learn.” 


PRICES 
Insurance Fables for the Man in the Street. 
Insurance Fables for Life Underwriters. 


Discount in quantities 


THE SPECTATOR COMPANY 
Publishers 


Each whimsical 


The prospect is reached 


In addition, the Fables will interest 


They also furnish pertinent 


This 
These Fables compel both the 
They should be in the hands of evervone. 


Single Copy, $.50 
Single copy, $1.00 


New York 
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itself at any time, I would not be here to add 
my tribute to our calling. There are probably 
other men present who, like myself, have served 
one company unbrokenly for over twenty years, 
These, with me, can attest to the advantages of 
continuity of service. 

Apart from a pleasing knowledge of the bene. 
ficent nature of the business, the chief influence 
which held me to it was a consciousness of 
the ever widening opportunity the occupation 
afforded. Not the least amongst the reasons 
for remaining in the business must be men. 
tioned the satisfactory relationships which haye 
existed. Such pleasant relationships, which 
have rendered the business so attractive to me 
and which have served to establish me in it, 
are the common experience of others and are 
indeed manifold. I may cite several causes in 
my own Case. 


REASONS FOR REMAINING IN THE Busingss 

(1) The disposition on the part of the com- 
panies to assist and co-operate with the men 
in the field, has, through creating an atmos- 
phere akin to that in a happy family compact, 
proven a binding tie. 

(2) An abiding confidence that the merited 
fruits of one’s labor would never be withheld 
has been a factor. 

(3) The agreeable connection established 
with appreciative policyholders has helped. 

(4) The improved status of the business, due 
largely to better methods of selection of agents 
and the introduction of proper educational 
measures, has had a toning effect upon one’s 
pride in the cause. 

(5) The general excellence, in recent years, 
of publications relating to life insurance has 
added to the interest. 

(6) The Life Underwriters Association has 
played no small part in making the business 
more attractive, by furnishing opportunities for 
friendly intercourse, having the effect of stimu- 
lating an invaluable spirit of fraternity, which 
has had more than anything else to do with 
the breaking down of middle walls of partition; 
with the broadening of men’s outlook; with the 
removal of common evils and the advancement 
of all that is best in the business for the good 
of all. 

Is it any wonder that, with such reasons to 
give, I have remained a life insurance man? 


Morris Plan Licensed in Virginia 

RicHMonNpD, Va., August 18—A license has 
been issued by the Virginia Bureau of Insurance 
to the Morris Plan Insurance Society of New 
York. The society will write life insurance in 
connection with savings bank accounts. It was 
formerly licensed in Virginia, but withdrew sev- 
eral years ago. 


The Farmer’s Investment 

(Continued from page 3) 
that I lost it would not seem so bad, but my 
life insurance, all in the world I had left for 
my family, is gone too, and gone forever. 
My last hope was to take out other insurance 
and if I ever got on my feet again this would 
have been a protection to my family. But 
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NEW POLICY 








Disability Benefits of 
$15.00 per $1,000.00 
Waiver of Premium 


Broader Double 
Indemnity Clause 


Loans at end 
of 2nd year. 


The 
Manhattan Lite 


Insurance Co. 
of New York 














when I made application and was examined, 
the doctor found that this last spell of sick- 
ness had left me a bad heart and I was 
rejected. Now my money is gone, my insur- 


ance is gone and my health is gone. I ama 
ruined man.” 
This is only one such case. They are 


everywhere, and everywhere the story is the 
same. It has been proved over and over 
again that as a rule these stock selling 
schemes, whether honest or dishonest, offer 
not even a gambler’s chance to those who 
foolishly put in their money. In most cases 
it is a loss that may just as well be charged 
off and forgotten the moment the check is 
handed over. 

What is the moral to this wicked waste of 
the farmer’s efforts? What is the lesson to 
be learned from all the years of fruitless toil, 
the sleepless nights and broken health—the 
wrecked lives due to this “‘stock delirium’’? 
The one big lesson it should teach the farmer 
is that there are but two investments he ever 
should allow himself to think of making. 
One of these is in his own farming business, 
the other is in life insurance. The farmer who 
will confine himself strictly to these will es- 
cape such losses; and he will escape the sleep- 
less nights and all the other life-consuming 
worries such as have wrecked so many farm- 
ers who had fallen victims to the stock mania. 
No farmer or his family can be safe without 
the protection of life insurance. While there 
are other safe investments, they do not con- 
cern the average farmer who has no capital 
to invest for the sake of investment alone. 
Life insurance, which will do for him all that 
any other safe investment will do, and much 
of vital importance that no other invest- 
ment can do, he is obliged to have to protect 
his family and his business, and every dollar 
of his earnings not invested back on the farm 
should go into his insurance. Even his farm 
investments must be protected by life in- 
surance, since death may come, as it so 
often does, when the children are young, 
when mortgages and other debts are still 
owing and before his plans have been carried 
out. Each of these investments protects the 
other and both together protect the wife and 
children. These two investments a farmer 
must make, and by confining himself to these, 
his greatest problem is solved. He then will 
have the amount of life insurance he should 
have because he is not tying up or losing in 
outside ventures or using for any other pur- 
pose the money that should go into his insur- 


ance. 
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Owing to the uncertainty of both life and 
health, the farmer should secure without de- 
lay the amount of insurance he ought to have 
and then adopt some definite plan of saving 
to meet the payments. One very good plan is to 
open a savings or insurance account at the 
bank and deposit weekly or monthly to the 
credit of this account such amounts as may 
be necessary to meet the payments when due, 
and enough more to create a surplus to pro- 





The Providers 
Life Assurance 
Company 
Home Office: 1530 N. Robey St., 


Chicago, Illinois 


Desires to secure the services 
of a capable agency organizer 


—a live wire— 
Salary and commission basis. 


Honesty most essential. 











One of Illinois oldest and best 
companies. Organized 1897. 


Assets over $4,000,000. In- 
surance in force $111,000,000. 
Purely mutual. 


Full coverage contracts. Or- 
dinary Life — Installment — 
Double Indemnity — Term — 
20-Pay Savings. 

The best for the policyholder 
and agent. 


Operating in 20 States. For 
territory write today 


AGENCY DEPARTMENT 
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vide for additional insurance from time to 
time. A good many farmers’ wives are now 
looking after this saving account and often 
are better at saving and attending to the fam- 
ily’s insurance than their husbands would be 
with all their other business to see to. In 
some instances the wife deposits to the credit 
of this insurance account the income or a part 
of the income from the poultry, and the hus- 
band deposits a like amount from his part of 
the business. 
ways on hand to meet the insurance pay- 


In this way the money is al- 


ments when due and the amounts are scarcely 
missed because they had been anticipated and 
provided for little by little in advance. Oth- 
ers have adopted a still different and quite 
novel method. They set aside a certain 
number of acres of land which they dedicate 
to their insurance, the income therefrom going 
into the life insurance fund and to be used 
for no other purpose. Both these plans are 
good, since they make life insurance a part- 
nership or family affair, which it should be in 
Indeed, it should be more than 
this. Life insurance should be a community 
affair because it is a vital thing to every home 
in the community. Farmers should take seri- 
ously not only their own life insurance but 


that of their neighbors as well. They should 


discuss with each other their insurance needs 


every home. 


just as they discuss together other problems 
affecting their success and happiness and in 
which they have a common interest. 

Farmers help one another with their work; 
they minister to one another in sickness, 
in bereavement and when in trouble, and 
what a fine thing it would be if they would 
offer a word of friendly advice to a neigh- 
bor who may be thoughtlessly putting off his 
insurance, to extend a helping hand to one 
who, because of some. temporary discourage- 
ment, may be tempted to drop his policy. 
That would be the kind of a friendship that 
amounts to something, and if farmers were 
more frank with each other regarding their 
business affairs and personal problems, and 
would confine their investments to their farm- 
ing business and life insurance, they could 
very safely extend such aid when needed. 
And what a great service they would render 
by so doing! 

To refer again to the frightful losses sus- 
tained by farmers through the purchase of 
worthless securities, how many have stopped 
to think of the far-reaching effect of these 
losses and the tragedies that have followed? 
Not only have they brought financial ruin, 
but broken health, insanity, divorce, wrecked 
homes and suicides are some of the other 
penalties which many farmers and their fami- 


lies have had to pay. And although both 
Federal and State authorities are doing 
everything within their power to protect the 
public from such losses, they neverthele 
can do little more than sound a warning, Aj 
the laws in Washington and in all the State 
combined cannot keep the foolish, unthinking 
man who bites at every glittering lure from 
parting with his money. Life insurance, how. 
ever, is recognized and urged by the Federal 
Government, by all the States, by every 9. 
ganization and association for the protection 
and betterment of society, and by thinking 
men everywhere as being one of the safest in. 
vestments known, as well as a positive neces. 
sity for the security of home and family, 
This is written not in the interest of any 
life insurance company, but for the informa 
tion and benefit of the farmer and the farm- 
er’s family. And if they will heed the wan- 
ing and follow the advice contained herein, 
they will escape the greatest blight that has 
ever come to the farming class. Never will 
the farmer who follows this advice have to 
say: “My money is gone, my insurance is 
gone, and my health is gone.” Nor wil 
either he or his family ever be forced to seek 
the aid of the State because ““We are old and 
sick and penniless,” because ‘““They lied to us 


and robbed us.”” 











most successful in operation. 


the field. 


kind of service to Agents. 


Shortening The Selling Process 


Our SYSTEM of obtaining “leads” for 
our Agents has been cited as one of the 


This service is part of our comprehensive | 
program of Home Office cooperation which 
is of genuine practical value to our men in 


Service to policyholders is also the best | 
Our Policy- | 
holders Service Department offers, among 
other things, the health service of the Life 
Extension Institute free of charge. 


For information concerning Agency op- | 














AMERICA 
CENTRAL 


Insurance Co. 





LIFE 





portunities, address: 


' T. LOUIS HANSEN, Vice President 


The Guardian Life 


Insurance Company of America 
Established 1860 under the Laws of theState of New York 


Home Office: 50 Union Square, New York 

















INDIANAPOLIS 


Established 1899 











HERBERT M. WOOLLEN 


PRESIDENT 
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MORTGAGE LOANS 





Prudential Appropriates Large Sums 
for Indiana Buildings 





$50,000,000 SET ASIDE 





Grants Made Through Farmers Trust Com- 
pany Have Already Financed 180 
Homes in State 


INDIANAPOLIS, IND., August 18—The Pru- 
dential Insurance Company of America has set 
aside $50,000,000 to finance, under the control 
of the Farmers Trust Company, the building 
of homes in cities of Indiana, says C. N. Wil- 
liams, president of the trust company, who has 
returned to Indianapolis from a visit to the 
offices of the insurance company in Newark, 
N. J. 

Mr. Williams said that the trust company has 
been making these instalment loans and to the 
present time has financed the building of 189 
homes in Indianapolis amounting to $762,000. 
In county seat towns of more than 10,000 popu- 
lation, he said, outside Indianapolis, the com- 
pany has financed the building of 199 homes, 
amounting to more than $1,415,000. Mr. Wil- 
liams said that the insurance company has also 
fnanced straight loans. In the last year, he 
said, the total number of buildings financed was 
633 homes and apartments amounting to $3,- 
953,000. 


The money for these loans, he explained, is 
obtained by the insurance company from the 
premiums paid on life insurance policies. The 
Prudential Company, Mr. Williams said, is 
making farm and city loans in forty-two States 
and in more than 4oo cities of the United 
States and Canada. On June 1, he said, the 
company had 5693 loans, amounting to more 
than $27,700,000 outstanding on Indiana prop- 
erty alone. 





AN OPPORTUNITY 


Are you a successful life insurance 
salesman? 

Have you succeeded in agency 
organization work? 

Are you free to travel and willing 
to devote your time in personal 
work with agents to the extent 
necessary to get results? 

Are you favorable to the idea of 
insurance for protection only? 


There is an opening as Field Manager 
for a man having the foregoing quali- 
fications with a prominent association 
organized under the assessment laws 
but writing business on an adequate 
rate basis and well fortified with re- 
serves. Good personality, character 
and willingness to do teamwork with 
other executives are essential qualifi- 
cations. Give full information as 
to experience including identity and 
character of business in which you 
are now engaged together with three 
responsible references. 


Address reply to Box 38, care The 
pectator. 











FRANK H. SYKES ELECTED 
Becomes Second Vice-President of Fidelity 
Mutual Life 
It has been announced that, at the August 
meeting of the board, Frank H. Sykes was 
elected second vice-president and manager of 
agencies of the Fidelity Mutual Life Insurance 

Company, Philadelphia, Pa. 

Mr. Sykes has been with the Fidelity over 
twenty-seven years, having entered its service 
in 1897 as a clerk. He rose through the vari- 
ous head office departments and was later ap- 
pointed manager of the publicity department. In 
this capacity and through the columns of Fidel- 
ity Field Man, the agency magazine which he 
brought into existence and of which he was 
editor for many years, he came into close per- 





SYKES 


FRANK H. 


sonal touch with Fidelity agents. The valuable 
aid he rendered in promoting the general effi- 
ciency of the agency force led to his appoint- 
ment, in 1917, to the position of assistant man- 
ager of agencies. In 1919 he was made man- 
ager of agencies. 

Walter LeMar Talbot, 
Fidelity Mutual, has sent out a notice of Mr. 


Sykes’ promotion in which he says: 


president of the 


He has amply justified every confidence placed 
in him. The many new and progressive ideas 
instituted by him have been constructive tac- 
tors in the upbuilding of the field force. He 
has continually drawn the head office and field 
into closer bonds of friendship and, by constant 
outpouring of inspiration and enthusiasm, has 
encouraged and strengthened our agencies. 

Mr. Sykes is a resident of Cynwyd, Pa., a 
member of the Union League, Cynwyd Club, 
Old Colony Club, Sojourners’ Club, Poor Rich- 
ard Club, American Academy of Political and 
Social Science, Lower Merion Township Com- 
mission, Philadelphia Association Life Under- 
writers, Philadelphia Chamber of Commerce, 
Life Agency Officers Association, and others. 
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Stephen M. Babbit 


President 


HUTCHINSON KANSAS 




















J. J. Harrison Chosen by Arkansas 
Governor 
Litrte Rock, ArK., August 18—A prominent 
insurance man was honored last week by Gov- 
ernor McRae. J. J. Harrison, vice-president 
of the Home Life Insurance Company, was ap- 
pointed a member of the State Board of Chari- 
ties and Corrections for a term of seven years. 


American Life Convention’s Enrollment 

The American Life Convention now has a 
membership of 143 companies, located in forty 
States, with assets of $13,410,480,178. 









\NO ; ATWO-FISTED 
, HARD HITTING 
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—who can open our general agency at 
Davenport, Iowa, Rock Island and Moline, 
Illinois, and make it pay right off the bat. 
This man must be able to organize man- 
power; must be a high financial responsi- 
bility, able to mix with the biggest of men 
and be capable of earning from $12,000 to 
$25,000 per year. 

He must merit the full co-operation of one 
of the dominant old line life insurance com- 
panies, whose policies in force total more 
than $125,000,000, and who has a_ well 
organized department devoted to assisting 
in closing business and developing agencies. 
As our general agent, this man will receive 
a liberal first year commission, a renewal 
commission, a collection fee, an office allow- 
ance. 

Can you land this proposition? Write to 
us; address TRI-CITIES, care THE SPEC- 
TATOR. 

Note: We also have an unusually attract- 
ive, special contract for good salesmen whose 
experience is limited. 
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THE MUTUAL LIFE 


The Mutual Life Insurance Company of 
New York has a record of EIGHTY YEARS 
of prosperous and successful business. It has 
passed through panics, pestilence and wars 
unharmed, and to-day, as a result of eight 
decades of endeavor, offers financial strength, 
reputation, magnitude, leadership, and life 
insurarice service. 


Those considering life insurance as 
a profession are invited to apply to 


The Mutual Life Insurance Co. 


of New York 


34 Nassau Street New York 

















PHILADELPHIA LIFE 
INSURANCE COMPANY 


Home Office Building 
111 NORTH BROAD STREET 
PHILADELPHIA, PA. 


President 
CLIFTON MALONEY 


Only high-type men and women can ob- 
tain contract to represent this company. 


For salesmen and saleswomen of such type 
we have an interesting contract to offer, 
backed by real co-operation. 


JACKSON MALONEY 
Vice-President 


A. MOSELEY HOPKINS 
Manager of Agencies 











Equitable Life Insurance Company 
of the District of Columbia 
ORDINARY AND INDUSTRIAL 


Established in the District of Columbia, West Virginia, Ohio ang 
elaware 
HENRY P. 8B 
‘ JOSEPH SANDER 
‘ WILLIAM A. BENNETT 


= LLEN C.C 
; GILBERT A. CLARE 


WASHINGTON, D. ¢, 


President P é a 

Vice President 

2nd Vice President (Agency Supervisor) . 
Secretary 

Actuary 


Main Office, 816 lth Street, N. W.. 











a = 

PUBLICATIONS OF C. & E. LAYTON 
The undersigned are sole agents in the United States for the old estab. 
lished publishing house of Charles & Edwin Layton of London, England 
whose long list of publications on fire, life, marine and other branches of 
insurance embrace the most valuable and standard treatises on these sub. 


Cc 
om SenD Ten CENT STAMP FOR CATALOGUE. 


THE SPECTATOR COMPANY 
135 WILLIAM STREET, NEW YORK 

















FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1, 1817. Incorporated March 27, 1820 


Charter Perpetual | 
Capital... .........ccsscrssecceccccccce $1,000,000 
NOEs chee a snnisicn sinned stest Ce eee 16,569,962 
Reserve and other Liabilities. .......... 10,497,543 
Net Surplus. . se cstcecece 5 072,419 
Surplus to Policy Holders... ........... 6,072,419 


E. C. IRVIN, President. 
J. W. COCHRAN, Vice-President. 
JNO. B. MORTON, 2d Vice-President. 
M. G. GARRIGUES, Secretary and Treasweer. 
R. N. KELLY, JR., Assistant Secretary. 
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SHIELD POLICIES 


Ordinary Life Insurance 
Industrial Life Insurance 
Health & Accident Insurance 


MORE THAN $30,000,000.00 
Paid in Claims during the last 20 Years. 














C. A. CRAIG, President W. S. BEARDEN, Sec’y-Treas. 


The National Life & Accident Insurance Co. 


Home Office: National Building 


NASHVILLE, TENN 
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Ghe Oldest Life Insurance Company 
in the West. Desirable territory open 
for live agents. Has an enviable record 


for liberal dealing. 


ST. LOUIS MUTUAL LIFE INSURANCE CO. 
ST. LOUIS, MO. 
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¢. 0. MILFORD HEADS SOUTHEASTERN 
LIFE 

w. Caswell Ellis Made Second Vice- 

President—Company Entering Many 

States 

GreENvILLE, S. C., August 19.—C. O. Mil- 
ford succeeded T. Oregon Lawton as president 
of the Southeastern Life Insurance Company 
here when the latter recently tendered his 
resignation to the board of directors and nom- 
inated Mr. Milford to succeed him. The new 
president of the company has advanced from 
part-time agent to full-time agent, to general 
agent, to third vice-president, to first vice-presi- 
dent and general manager, and, from the latter 
position, to the presidency of the company. 

Mr. Lawton remains as chairman of the 
board of directors. Dr. J. W. Dupree was 
elected first vice-president and medical director, 
and W. Caswell Ellis became second vice-presi- 
dent and agency manager. The Southeastern 
has recently entered Mississippi and Georgia 
and expects to enter Alabama, Kentucky and 
Tennessee this year. 


An Appreciative Subscriber 
[To the Editor of THe Spectator] 

It is a real pleasure (or as much pleasure as 
such an act may be credited with) to inclose 
check for four dollars, in payment subscrip- 
tion to THe SPecTaAtor per statement July 1, 
which I am also inclosing. 

Your magazine is clean, instructive and alto- 
gether worth while. No muckraking—just 
facts. 

I take a number of other magazines, insur- 
ance and otherwise, and while I am mentioning 
no names, I can say with entire propriety that 
some of them fall far short of the ideals of 
Tue Specrator. We of the field are not in- 
terested in propaganda, pro and con, in re, 
mutuals, reciprocals, or other shell shifters; but 
we do want the facts after such facts have been 
sifted from surmise. We can easily make our 
proposition ridiculous by stating some report 
as fact and then have to go back and apologize; 
and the moral of that is, wait till you see it in 
Tue Specrator and then tell it as fact. I do 
just that and draw my own conclusions from 
sworn statements and other data presented from 
time to time. 

Hope you have not given over the practice 
of reporting insurance decisions in various lines, 
as they formerly, but not latterly, have appeared 
in your issues. I miss them, for I have gotten 
some good points from them in the past. These 
teported decisions may or may not be modified 
by State statutes, but they form a basis in any 
case and bring to bear certain fundamental prin- 
ciples of law which are useful to the layman 
in his contact with the public and its troubles 
insurance wise. 

Matcotm N. FLemIn«. 

Atlanta, Ga., July 24. 

[The complimentary remarks of Mr. Fleming 
are as honey in the mouth, and are duly appre- 
ciated. The department of Legal Decisions, 
which is customarily printed in THE SPECTATOR 
from week to week, has been crowded out 
temporarily by an excess of convention news 
at this busy season, but will shortly be resumed 
as a regular feature of THE SPECTATOR service. 

Mr. Fleming is one of the intelligent insur- 
ance men who appreciates the value of real in- 
surance information as compared with petty 
Insurance news.—Editor, THe Spectator] 





NOW READY 


THE ESSENCE OF 
LIFE INSURANCE 


By William Breiby, F.A.S. 


of Fackler, Fackler and Breiby, Con- 
sulting Actuaries, of New York City, 
one of the oldest and best known 
actuarial firms in the United States. 





Basic Principles Clearly Explained. 
Only a Knowledge of Simple Arith- 
metic is Needed to Understand 
Demonstrations. 


This Valuable New Book Contains 
Definitions of Commonly Used 
Words and Phrases, and Chapters 
Devoted to 


THE FUNCTIONS OF LIFE INSUR- 
ANCE AND HOW PROVIDED; 
KINDS OF LIFE INSURANCE POLI- 
CIES; BASIC PRINCIPLES; CALCU- 
LATION OF NET PREMIUMS AND 
RESERVES; PRACTICAL OPERAT- 
ING FUNCTIONS; LEGAL RESER- 
VES OTHER THAN FULL NET 
PREMIUM RESERVES; LIFE IN- 
SURANCE POLICIES; ADDITIONAL 
BENEFITS; OTHER EXTENSIONS 
OF SERVICES; COMMENTS ON 
CERTAIN FEATURES OF THE BUSI- 
NESS; MORTALITY TABLES AND 
FUNCTIONS DERIVED THERE- 
FROM; HINTS TO AGENTS. ALSO 
NUMEROUS TABLES. 


PRICE, in Cloth Binding $3. 


Discounts on quantity orders 


THE SPECTATOR COMPANY 


Publishers 


CHICAGO NEW YORK 
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S. N. RANDOLPH APPOINTED 
Becomes Acting Manager for Seattle 
Branch of Missouri State Life 
S. N. Randolph, of the Missouri State Life 
Insurance Company, St. Louis, Mo., has been 
promoted to the post of acting manager for the 
Washington and Northern Idaho branch, with 
headquarters in Seattle. This division of the 
company was formerly headed by Stuart C. 
Thompkins, now manager of the San Francisco 
branch, and is considered to be a splendid terri- 

tory. 

Mr. Randolph was assistant manager of the 
Washington and Northern Idaho section under 
Mr. Thompkins, and, when the latter went to 
California, Mr. Randolph was advanced to his 
new position. He is an experienced insurance 
executive, and prior to joining the Missouri 
State Life was with the Northwestern Mutual 
Fire Association. He is a native of Michigan, 
but attended college at the University of Wash- 














S. N. RANDOLPH 


ington. His managerial training, coupled with 
courses in the agency school of the Missouri 
State Life and success in the field made his 
rapid promotion certain. 


Miss R. E. Groves Made District Manager 
for New England Mutual 

Mapison, Wis., August 19—Miss Regina E. 
Groves, superintendent of the commercial de- 
partment of the Madison Vocational School, 
has been appointed manager of the Madison 
district of the New England Mutual Life In- 
surance Company, Boston, Mass. it was 
announced Saturday. 

Miss Groves has accepted the position and 
has been granted a year’s leave of absence from 
her duties at the vocational school. 


Peoples Life Agency Meeting 

The annual agency meeting of the Peoples 
Life Insurance Company, Frankfort, will be 
held on August 28 and 29 at the home office. 
The sessions will be held in the Masonic 
Temple in that city and an elaborate program 
has been arranged. The meeting will conclude 
with a banquet at the Hotel Coulter on the 
evening of the second day. 
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INSURANCE: LIFE INSURANCE COMPANY 
A Practical Exposition for the MUNCIE, IND. 


Student and Business Man An Old Line Legal Reserve Company 








By T. E. Youne, B.A., F.R.AS. We issue all Standard forms of policies, 
Third Edition—Revised and Enlarged Agents wanted in Indiana and Ohio. 
Mr. Younc’s book is a lucid, simple exposition of the principles JOHN W. DRAGOO, Secretary 





and practice of life, fire, marine and other branches of insurance, 
specially adapted for the use of the underwriter, student and busi- 
ness man. It has been adopted as a text-book by Yale University. 


In the Tu1rD EpiTIon the author has taken pains to elaborate the ACACIA MUTUAL LIFE ASSOCIATION 


work, more particularly in reference to his own views upon the 








limitation of risks, while a simple explanation has been furnished of Insurance in Force Over $158,000,000.00 
the force of mortality. Assets Over $10,000,000.00 
Price, Third Edition, 424 pages - $3.25 We issue all Standard Forms of Old Line Legal Reserve Policies 
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anagemen Ss an ccoun Ss 3. Real Home Office Paamanien 
By T. E. Youns, B.A., F.R.A.S., and RicHarp Masters, A.C.A. : 
Second Edition—Revised WILLIAM MONTGOMERY, President 
Homer Building Washington, D.C, 

This book will be found to be a valuable guide to the proper | { 
organization and conduct of an insurance company. In it Mr. f 
YOUNG points out the best methods to be followed in the formation . . ( 
and a of an insurance pean sate and the — Desirable territory open for General | 
systematic and economical administration of its business. e ° ° SON ° ° : 
practical features relating to the operation of a company are com- Agencies In Virginia, Florida and D istrict 
prehensively discussed, ca ' a of Columbia. Excellent opportunity for i 

e general principles of bookkeeping are also treated by Mr. : ° r 
Youns«G, and are elaborated in succeeding chapters by Mr. MASTERS. producers who can furnish unquestionable ; 
The general, life, fire, marine and accident departments are taken up references. . 
ee and the necessary books and accounts illustrated and I 

escribed in detail. = fr 

This work should be invaluable to anyone contemplating the Our Home Life Insurance Co. 
establishment of a new insurance company, or who wishes to im- ° . x 
ee ne methods. It contains 150 pages and is Suite 206-7-9-10 Commercial National Bank Bldg. f 

ound in cloth. d 
Price, post paid, $2.00 WASHINGTON, D. C. Q 
Principles of Insurance. By J. E. Exe. A book which . 
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point of view. The latest exposition of the science. 318 page OF COLORADO 0 ti 
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who are in any way connected with marine insurance or the ship- DES MOINES, IOWA JAS. H. JAMISON, Pres’t 
ping trade, and the volume covers all the essential features. 


Price, post paid, $3.25 
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FIRE 

Fire insurance company is entitled to the 
benefit of contribution to reduce liability to 
mortgagee. 

On August 6, 1919, defendant issued to Flans- 
bury its standard Minn. policy of fire insur- 
ance, covering among other things, a certain 
granary for a term of three years. There was 
a rider making loss payable to the plaintiff 
herein as its interest might appear, it being a 
mortgagee in the amount of $3600. By the pol- 
icy the owner was insured against loss by fire 
to the granary in the amount of $400 and the 
insurable value of the granary was fixed at 
$600. 

On November 28, 1921, the insured procured 
another policy of insurance upon said granary 
from the Connecticut Fire Insurance Company, 
insuring him against loss of granary by fire in 
the sum of $800 and stating the value of the 
granary at $1000. This policy also contained a 
clause making loss payable to mortgagee as 
his interest might appear. 

On june 30, 1922, while both policies were in 
force, the granary was totally destroyed by fire. 
The trial court gave judgment for the plaintiff 
in the sum of $40, from which defendant ap- 
pealed. The policy sued on contained a “union 
mortgage clause” reading in part as follows: 

“If this policy shall be made payable to a 
mortgagee of the insured real estate no act or 
default of any person other than such mort- 
gagee * * * shall affect such mortgagee’s 
right to recover in case of loss on such real 
estate.” 

Section 3322 of the General Statutes, 1913, 
provides: “If there are two or more policies 
upon the property each shall contribute to the 
payment of the whole or partial loss in propor- 
tion to the amount specified.” 

The court held that there must be contribu- 
tion between the two insurance companies. The 
respondent mortgagee is made a beneficiary to 
the extent of its interest in the second policy, 
and it may avail itself of its provisions. In 
the absence of contribution, the respondent 
could collect insurance in excess of the total in- 
surable value of the granary—and this would be 
unjust. 
cannot have an interest in excess of the insur- 
able value and the interest remains intact to 
this extent. It is true that the mortgagee’s 
right to recover a specified amount under this 
particular policy is affected but only to the ex- 
tent that the statute provides for contribution. 

Appellant’s liability must be fixed by the in- 
surable value stated in its policy, $600. The 
total insurance on the building is $1200, of 
which appellant insurance company has $400 and 
the Connecticut Company $800. Appellant's 
Pro rata share is 4/12ths, or $200, and the Con- 
necticut Company’s share would be $400. The 
Msurable value of the granary stated in the 


The mortgagee’s rights are secure—it 


second policy at $1000 cannot control or affect 
the rights of this insurance company. The 
Connecticut Company will have to pay an addi- 
tional $400 under the second policy, fixing the 
insurable value at $1000, as the additional $400 
of insurable value does not have concurrent in- 
surance. 

Judgment modified accordingly. 

Bankers Joint Stock Land Bank of Milwau- 
kee, Wis., vs. Si. Paul Fire v. Marine Ins. Co. 
(Supreme Court of Minn.), 197 N. W. Rep. 
749. 

HEALTH 

The apparent authority of an agent which 
will bind his principal is such authority as 
the agent appears to have by reason of actual 
authority conferred upon him by his princi- 
pal. Statements of agent of insurer waiving 
notices required by policy are within agent’s 
apparent authority. 

Plaintiff recovered a judgment for $285 for 
sick benefits upon a policy of health insurance 
issued by defendant. Defendant appealed. 

It was alleged in plaintiff's petition that 
while the policy was in full force and effect, 
plaintiff was taken sick and kept at home from 
December 29, 1920, to April 15, 1921—that by 
reason of such sickness he was unable to work 
and was entitled to recover $285 under the 
terms of his policy. 

Defendant denied any liability under the pol- 
icy because of plaintiff’s failure to comply with 
policy provisions concerning notice. The policy 
conditions required that written notice of sick- 
ness on which a claim may be based must be 
given to the company within ten days, after the 
commencement of disability from such sick- 
ness; further that, if insured is disabled by 
sickness for more than thirty days, he shall 
render a report to the company every thirty 
days or as near thereafter as may be reasonably 
possible, with a report in writing from his at- 
tending physician. The reply pleaded a waiver 
of strict compliance with the conditions of the 
policy. 

The evidence established that Turney, the 
defendant’s agent, solicited the policy and col- 
lected the monthly premiums for a period of 
about five years and three months. Shortly 
after plaintiff was taken sick, defendant’s agent 
was notified of the fact and called at plaintiff’s 
home. During the conversation defendant’s 
agent told plaintiff not to bother about notice 
to the company and added, “I will take care of 
you.” On several later occasions plaintiff asked 
defendant’s agent about his sick benefits and 
was told not to worry. 

The defendant claimed that Turney was an 
agent of limited powers and that he was with- 
out authority to waive any of the provisions of 
the policy. Defendant’s testimony tended to 
show that he was authorized to solicit applica- 
tions for insurance, deliver policies, collect pre- 
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LTNSUTANee Declsion 


By Joseph @. Seller of the New York Bar 


miums, and remit the same to the company and 
that beyond performing these acts, he was not 
authorized to represent the defendant. 

Defendant also referred to policy condition 
which says, “No agent has authority to change 
this policy or to waive any of its provisions.” 

However, premiums of this sort are for bene- 
fit of the company and may be waived by the 
company acting through its authorized agents. 
Further Turney had broader powers than were 
indicated by defendant’s testimony. In regard 
to notices, the policy provided as follows: 

“Such notice given by or on behalf of the 
insured or beneficiary, as the case may be, to 
the company at St. Louis, Missouri, or to any 
authorized agent of the company with particu- 
lars sufficient to identify the insured, shall be 
deemed to be notice to the company.” 

Under this clause, a written notice to Turney, 
the company’s agent, would have been sufficient. 
He had actual authority to do some acts for 
the company connected with the notice of sick- 
ness. The apparent authority of the agent 
which will bind the principal is such authority 
as the agent appears to have by reason of the 
actual authority conferred upon him. 

Statements by Turney that he would look 
after the matter of serding notices to the com- 
pany were within his apparent authority and 
the defendant was bound by his action. After 
talking the plaintiff into a sense of security, it 
will not be permitted to take advantage of the 
provisions of the policy concerning notice. 
Judgment for plaintiff affirmed. 

Mangiameli vs. Southern Surety Co. 
(Supreme Court of Nebraska), 197 N.W. Rep. 
946. 

AUTOMOBILE 

The insurance company is not liable for 
the loss of an automobile destroyed by fire 
under a policy known as a “Dealer’s open 
policy,” when automobile at time of fire was 
in possession of an employee of the insured 
who had borrowed it for his use while he 
was on vacation. 

The policy states that the business of the in- 
sured is that of “auto dealers” and is a special 
form of policy known as “dealer’s open policy.” 
One of the policy provisions provides that it 
is to cover all automobiles “owned and for sale 
by the assured.” In Number 4 of the “warran- 
ties,’ the assured states that the uses to which 
the automobile described, are and will be put, 
are “on sale.” 

It was undisputed on the evidence that the 
car had heen loaned by the plaintiff to one of 
his own mechanics as a favor to take for his 
own use and pleasure while on a two weeks’ 
vacation to Saratoga lake, where he had the 
use of a camp. No charge was made for the 
use of the car. While om his vacation, the em- 
ployer rendered no services for the assured, his 
time being devoted entirely to his own pleasure. 
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STATISTICS 
Annual statements, writings, can- 
cellation and reinsurance schedules, 
special calls and all work requir- 
ing the use of tabulating machines. 


Also overload work. Expert comp- 
tometer operators on short notice. 


FENWAY COMPANY, INC. 




















Whitehall 20 Vesey Street 
7796 New York 
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Statistical Bureau, Inc. 


We render complete statistical service 
and relieve you of the pressure of annual 
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We are also equipped to prepare can- 
cellation and reinsurance schedules, or 
handle any job where the use of tabulat- 
ing machines or comptometers is de- 


sirable. 
Phone: JOHN 1090 
50 John St. New York City 











Held, that a motion for a nonsuit should be 
granted. Under provision 5 of the policy, it 
is provided that the policy covers such automo- 
biles from the time they become the property 
of the assured and continues until said property 
is “delivered to the purchaser, or until same 
otherwise passes out of possession of the as- 
sured.” The automobile passed out of the 
possession of the assured when it was given 
into the possession of an employee to be used 
for his own comfort and convenience. 

The plaintiff should also be nonsuited on the 
ground that the storage location of the automo- 
bile is made a vital matter for consideration 
under the terms of the policy and the automo- 
bile was moved from its usual place of loca- 
tion without any notice to the company. The 
automobile should be usually kept at its speci- 
fied storage location and should be removed 
therefrom only for purposes naturally incident 
to the handling of automobiles for sale. 

Motion for nonsuit is granted and also the 
motion to set aside the verdict. 

Hunter vs. Royal Insurance Company, Ltd. 
(Third Department), 209 H. D. 15. 


Fidelity and Casualty Opens Office at 
Lansing, Mich. 

Cuicaco, Int., August 19—The Fidelity and 
Casualty Company, New York, has opened a 
district office at Lansing, Mich. E. L. Stephen- 
son has been placed in charge, and the new 
office will be operated under the direction of 
the branch office in Detroit, as the office which 
was established in Flint, a few months ago, 
is now being operated. 


An Incident at the Commissioners’ Convention 


There is an old song of Harry Lauder’s 
which runs something like this: 
Oh, it’s nice to get up in the morning 
When the sun begins to shine 
At four or five or six o'clock 
In the good, old swmmertime. 
Etc., etc. 


It was on some such theory that a few enter- 
prising members of the party of the National 
Convention of Insurance Commissioners, which 
visited Mount Rainier in connection with the 
recent convention at Seattle, acted. President 
H. O. Fishback strongly advised every one of 
the 150 members of the party to get up at five 
o'clock to see the sun rise on the mountain. 
Seven members, including Mr. Fishback him- 
self, were all that responded. The morning 
was so cloudy that it was impossible to see the 
sun rise, except as the mists occasionally 
thinned enough to show it more like the moon 
than the sun. The party, however, climbed on 
up the slope until about seven o’clock, when 
they were suddenly and unexpectedly rewarded 
for their efforts. As though some unseen giant 
had blown a mighty breath against the moun- 
tainside, the clouds were dissipated and the 


sun burst out on a mountain cleared of every 
vestige of cloud, a rare occurrence at any time. 
The scene was magnificent—absolutely defying 
description. It only lasted a few moments and 
then the clouds began to gather again. It was 
only visible for short periods during the re- 
mainder of the day, and never without a few 
clouds clinging somewhere around its mighty 
slopes. 

The two snapshots shown were taken shortly 
after seven on the camera of O. B. Hartley, 
counsel, Great West Insurance Company, Des 
Moines, Iowa. The first one was taken on a 
snow bank about 15 feet deep. Reading from 
left to right, it includes: Clarence W. Hobbs, 
representative of the National Convention on 
the National Council on Workmens Compensa- 
tion Insurance; Robert C. Clark, Commissioner 
of Insurance of Vermont; H. O. Fishback, re- 
tiring president of the convention and Commis- 
sioner of Washington; Mrs. Clark, Mrs. Hart- 
ley and Mr. Hartley. The second picture, taken 
a few hundred feet further on‘and including a 
view of Mount Rainier, includes Mrs. Clark, 
Mrs. Hartley, Commissioner Fishback, Ernest 
V. Sullivan, assistant editor of THe SPEcTAToR, 
and Commissioner Clark. 


























“*°TuE FivE-O’CLOCK-IN-THE-MorRNING Party” 





1923=1924 Supplement to the Insurance 
Law of New York 

A new supplement, compiled by Amasa J. 
Parker, Jr., has been issued, and contains all 
the amendments made in 1923-4 to the Insurance 
Law of New York. These amendments affect 
important sections of the law, and embrace those 
relating to any class of insurance law. In pre- 
senting the amendments in this supplement, new 
matter is shown in italics, and matter omitted in 
brackets, so that the changes in the law may be 
ascertained very readily. After each section are 
given copious notes explaining the purpose of 
the amendments. There are also citations to the 
opinions of the courts of the State and reports 
of the attorney-general construing the sections. 

This book contains the amendments by forty- 
five laws of 1923-4 to ninety-two sections, or 
over one-quarter of the total number of sec- 
tions of the Insurance Law. 
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The “1923-4 Supplement to the Insurance 
Law of New York,” bound in cloth, is for sale 
by The Spectator Company at $3.50 per copy. 


Guardian Life Leaders’ Club Elects New 
Officers 

In conjunction with the regular convention 
meetings of the Guardian Life Insurance Com- 
pany of America, New York, at Yellowstone 
Park, the executive committee of the Leaders’ 
Club held its regular meeting, electing the fol- 
lowing officers to guide the club during the com- 
ing year: 

E. A. Gillispie, Shreveport, president; C. H. 
Von Breton, Los Angeles, first vice-president ; 
Jacob Grob, Cleveland, second vice-president; 
vice-presidents-at-large, F. S. Doremus, East- 
ern district; Dudley Spain, Southern district; 
E. N. Oistad, Central district; R. A. Trubey, 
Northwestern, Mountain and Pacific district. 
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SURETY AND CASUALTY 
SALESMANSHIP 


By 
JOSEPH R. WILSON 


Manager, Development Division 
Maryland Casualty Company 


Manager, Maryland Casualty Company 
Training School 


Compiler of Lesson Papers on Surety and Casualty 
Principles and Salesmanship and Field Development 
for the Maryland Casualty Company Training School. 


Former Vice-President United States Fidelity and 
Guaranty Company, and only brother of the late 
President Woodrow Wilson. 


Compiler of agents’ text book “‘Fidelity Bonds, Surety 
Bonds, Casualty Policies, the principles governing 
their underwriting; the methods of constructive sales- 
manship and the service in connection with them” for 
the United States Fidelity and Guaranty Company. 


Single Copy $4. 








THE SPECTATOR COMPANY 
CHICAGO Penere NEW YORK 


HOME LIFE INSURANCE COMPANY 
of NEW YORK 


ETHELBERT IDE LOW, President 


The 64th Annual Report shows: 

Premiums received during the year 1923 

Payments to Policyholders and their Beneficiaries in Death 
Claims, Endowments, Dividends, etc 

Increase in Assets 

Actual Mortality 56% of the amount expected. 

Insurance in Force 

Admitted Assets 


$7,686,855 


5,871,544 
2,401,507 


247,373,210 
48,655, 
For Agency Apply to 


GEORGE W. MURRAY, Supt. of Agents 
256 BROADWAY NEW YORK 

















THE COMPANY. 





MIDLAND LIFE INSURANCE COMPANY | 
KANSAS CITY, MISSOURI 


Backed and endorsed by the most substantial 
and influential business men in Kansas City, 


4 
THE MANAGEMENT. Practical insurance men of long experience 4 


and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


DANIEL BOONE, Jr., President JOHN M. SMULLIN. Secretary 


THE TERRITORY. 























Field Annuals 


Insurance Directories 


for 


Tennessee 
North Carolina 
South Carolina 
Virginia 


*Greater New York 
+New York State 
New Jersey 
Kentucky 
Texas 


*City and Suburban. 
tExclusive of Greater New York. 


Each volume contains a complete list of agents in 
the territory covered, with address, list of com- 
panies represented, etc. 


Many new features are included that will be found 
only in “Field Annuals.” 


Price of each $5.00 Postpaid 
THE INSURANCE FIELD COMPANY 


Incorporated 


P. 0. BOX 617 


for INDIANA 


GENERAL AGENTS and 
DISTRICT AGENTS 





APPLY 


COMMONWEALTH LIFE INSURANCE CO. 
LOUISVILLE, KY. 














LOUISVILLE, KY. 











Service of Quality to Policyholdere 
Contracts of Superiority to Representatives 


NATIONAL 
CASUALTY 
Write for information relative to open territory. Have two 
‘ si — agencies with business established where change is 
esire 





WANTED 
Producers who desire the best monthly premium Health and Accident 
Policies on the market. Excellent contracts. First-class Company. No 
Experiments, chance for promotion. 
FEDERAL CASUALTY COMPANY «= = = DETROIT, MICHIGAN 
POLICY WITH FUNERAL BENEFIT 


Sold by—DETROIT CASUALTY COMPANY = = DETROIT, MICH. 
(Same Management as Federal Casualty Company.} 
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TERRITOR 
COMPANY] 

FOR GOOD MEN 
CBRobbins, Pres. CE Svaboda,;, Secy 


HOME OFFICE: CEDAR RAPIDS, IOWA 














